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PHILADELPHIA — The National 
J Development Council this week 
Hicially launched its million dollar 
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ive to raise money for the CLU de- 
elopment fund of the American Col- 


pee. 
The fund, which will be supported 
y contributions from individual CLUs 
d friends of the CLU movement, 
as created this year by the boards 
f American College and American 
bociety of CLU to pay off the debt 
in Huebner Hall, the new home for 
e college and the society at Bryn 
fawr, Pa., and to provide financial 
help for expanding CLU educational 
ctivities. 

Headed By W. H. Andrews Jr. 


The National CLU Development 
council, headed by William H. An- 
trews Jr., manager for Jefferson 
Standard at Greensboro, N. C., and a 
bast president of the society, is made 
p of 180 prominent CLUs represent- 
ng local chapters. These members will 
ead the drive in their communities 
ind are appointing “team lieutenants” 
work with them in getting in touch 
ih all CLUs in their respective 
preas. 

National Development Council mem- 
bers recently traveled to Bryn Mawr 
0 attend a “time capsule” ceremony, 
eported in THE NATIONAL UNDER- 
RITER of Oct. 29. That evening the 
ouncil members attended a_ kickoff 
dinner where Charles J. Zimmerman, 
viee-chairman of American College 
and president of Connecticut Mutual, 
spoke on the purposes of the fund. 
“I think we can all agree that in this 
development campaign we will be sell- 
g a product that is above reproach— 







Pancy next February. 





XUM 


fillion Dollar CLU 
jrive Now Under Way 


a product that is, in fact, a plan to 
assure the future of the CLU move- 
ment,” he declared. “Foremost in the 
plans,” said Mr. Zimmerman, “is the 
elimination of all debt and debt-serv- 
ice costs that would otherwise burden 
the college and society in connection 
with Huebner Hall. This building will 
be ready for occupancy in February, 
1961, and we want to see it finished 
in every detail, so that it is truly a 
proud landmark as an American cen- 
ter for insurance education.” 

Mr. Zimmerman reminded his audi- 
ence that many CLUs have long fa- 
vored expansion of CLU programs— 
“projects that would be next to impos- 
sible on the regular college and society 

(CONTINUED ON PAGE 16) 


Pacific Actuaries 
Pick Neuschwander 
At Fall Meeting 


Eugene H. Neuschwander, group 
actuary Fireman’s Fund, was elected 
president of Actuarial Club of the 
Pacific States at the fall meeting at 
Rancho Santa Fe, Cal. Elected vice- 
president was B. J. Helphand, Pacific 
Mutual Life. The new secretary is Miss 
Josephine Beers, Occidental Life of 
California. Other members of the ex- 
ecutive committee are A. L. Buckman, 
Beneficial Standard, immediate past 
president, and John Hook, Standard of 
Oregon. 

Problems in connection with the 
introduction of the 1958 CSO mortality 
table were discussed by Leo Nordquist, 
West Coast Life; Charles Dean, Great 
Northwest Life; Harry Sarason, Wood- 
ward and Fondiller; William K. Robin- 
son, First National Life, and Mr. Buck- 
man. They noted that companies will 
be reviewing all phases of their ordin- 
ary insurance portfolio when adopting 
the new mortality table, including 
policy forms, nonforfeiture values, re- 
serves and even administrative pro- 
cedures. A survey of some 55 com- 
panies indicated that the 1958 CET 
table of mortality is likely to receive 
much wider acceptance for determin- 
ing exended term insurance benefits 
than did 130% of the 1941 CSO table 

(CONTINUED ON PAGE 26) 





Accelerate NALU’s 
Educational Program 


On Social Security 


WASHINGTON, D.C.,—The NALU 
program to inform the public as to the 
real nature and purposes of social se- 
curity is being accelerated through a 
series of face-to-face meetings between 
representatives of local associations 
and daily and weekly newspapers. 

Purpose of these meetings is to per- 
suade the newspaper editor, publisher 
or owner that his publication should 
present authoritative information to 
dispel what NALU calls “the com- 
pletely false beliefs seemingly held by 
many people that social security is 
identical or virtually identical to pri- 
vate life insurance and annuity plans; 
that social security taxes are ‘prem- 
iums’; that social security benefits are 
‘bought and paid for’ by the taxes by 
covered individuals and their employ- 
ers.” 


State Committees Contacted 


In a bulletin to state association 
committees for coordinating federal 
legislative action, Albert C. Adams, 
chairman of NALU’s social security 
committee, emphasized the need for 
continued public education concerning 
social security and outlined the new 
plan for newspaper contacts. Mr. Ad- 
ams, general agent of John Hancock 
at Philadelphia, is also a member of 
NALU’s committee for coordinating 
federal legislative action. 

Mr. Adams’ bulletin is accompanied 
by two significant pieces of literature 
dealing with social security, which are 

(CONTINUED ON PAGE 25) 


Per Jacobsson And 
Dr. Rusk Scheduled 
For Institute Talks 


Monetary Fund Director, 
Rehabilitation Expert 
Are Main Guest Speakers 


NEW YORK—Per Jacobsson, man- 
aging director of the International 
Monetary Fund, and Dr. Howard A. 
Rusk, director of the Institute of Physi- 
cal Medicine, New York City, and as- 
sociate editor of the New York Times, 
will be the principal guest speakers at 
the annual meeting of Institute of Life 
Insurance, at the Waldorf-Astoria Ho- 
tel, New York City, Dec. 13. 

Clarence J. Myers, institute chair- 
man and New York Life’s chairman 
and president, will preside and will 
open the morning session with a talk 
on the principles of public relations 
and trends as they relate to life in- 
surance. 


New Film To Be Shown 


Another feature of the morning ses- 
sion will be the premiere of the in- 
stitute’s 15-minute educational film, 
“Life Insurance—What it Means and 
How It Works.” It will be shown in 
the setting of an actual classroom of 
high-school honor students with their 
teacher. The film is designed for use 
in classrooms, by community groups 
and by life companies in their train- 
ing programs. 

Dr. Rusk will be the chief morning 

(CONTINUED ON PAGE 21) 











Agenda Announced For NAIC 


Winter Meeting In New York 


The complete agenda has been pre- 
pared for the 1960 regular meeting of 
National Assn. of Insurance Commis- 
sioners at New York Nov. 28-Dec. 2. 
Thirty-three sessions are scheduled of 
subcommittees and committees, plus 
three plenary sessions at which Presi- 
dent Sam Beery of Colorado will pre- 
side. The headquarters hotel is the 
Commodore. 

Meetings of interest to life insurance 
people are listed below by time, com- 

















Architect's drawing of Huebner Hall, now being erec ted at Bryn Mawr, Pa., as headquarters for American College 
and American Society of CLU. The fund-raising drive lau nched this week by the National CLU Development Council has 
48a major aim the paying off of the debt on Huebner Ha II so it will be owned free and clear when it is ready for occu- 


mittee chairman and agenda, if one 


exists. 
Monday, November 28 


9-10 a.m: Examinations manual revision sub- 


committee, Gerber of Illinois—Qualifications of 
examiners; inclusion of reinsurance subcom- 
mittee report of 5/7/60;!/inclusion of uniform 
accounting instructions. 

9-10: Organization, ow rership, and certifica- 
tion of insurance companies’ subcommittee, 
Rinehart of Alabama. 

9-10: Reimbursement formula for hospitals 
and service associations subcommittee, Sears 
of Maryland. 

10-11: Credit life and credit A&H model 
bill subcommittee, Gerber of Ilinois—Report 
on amendments to model bill. 

10-11: Future meeting sites subcommittee, 
Davis of Mississippi. 

10-11: Valuation of securities subcommittee, 
Howell of New Jersey—Valuation procedures 
ani instructions for year ending 12/31/60. 

11-12: Regulation of advertising subcommit- 
tee, Davis of Mississippi. i 

11-12: Standardization of Blue Cross-Blue 
Shiela regulations subcommittee, Thacher of 
New York—Report of various studies. 

1:30-2:30 p.m: Advisability of nominating 
committee subcommittee, Hammel of Nevada— 
Recommended change in constitution and by- 
laws. 

1:30-2:30: Minimum - group life insurance 
rates subcommittee, Smith of Pennsylvania. 

2:30-3:30: Industrial mortality table study 
subcommittee, Thacher of New York—Interim 

3:30-4:30: Subcommittee on review and study 


(CONTINUED ON PAGE 21) 





Tells Am. College 
Program Embracing 
Health Insurance 


“A constant upgrading of field and 
home office personnel and ever better 
health insurance service to the public” 
will be assured by professional edu- 
cation in health insurance, Davis W. 
Gregg, president of the American Col- 
lege, predicted at the individual forum 
of Health Insurance Assn. at Chicago. 

Mr. Gregg said the American Col- 
lege’s enlarged program embracing 
health insurance personnel will help 
that industry attain the same results 
achieved by professional education in 
life insurance. He said repeated sur- 
veys by the coliege and by many com- 
panies have uncovered the following 
facts: 

—19 out of 20 persons who complete 
the CLU program make a lifetime ca- 
reer of life insurance. 

—CLU agents produce a much higher 
volume of better quality business than 
comparable non-CLUs, with the most 
recent survey indicating they produce 
about 50% more and likewise earn 
about 50% more. 

—CLUs constitute “an outstanding 
reservoir” of management talent for 
companies, indicated by the fact that 
there are 37 life company presidents 
who are CLUs. 

—CLUs render the best possible 
service to the public. 

Mr. Gregg said this latter point 
“must be, inevitably, the ultimate aim 
of the entire insurance business.” 

Stating that “health insurance has 
now arrived at the time of its educa- 
tional maturity,” Mr. Gregg said there 
now exist many training courses for 
health insurance personnel offered by 
companies, institutional groups, and 
proprietary concerns, which will ex- 
pand as the industry grows. 

The college will make available pro- 
grams, he said, on three levels—the 
basic CLU program, the diploma course 
in health insurance, and a program of 
continuing education. 

A specialized advanced diploma 
course in health insurance, both indi- 
vidual and group, is now being de- 
signed, he said, by the college staff 
“with the excellent cooperation of staff 
members” of the HIA. It is anticipated 
that the course will be introduced in 
the fall of 1961. 


Domestic L.& A. 
Is Purchased By 
Kentucky Central L. & A. 


Domestic Life & Accident of Louis- 
ville, a 40-year company owned and op- 
erated by Negroes, has been bought by 
Kentucky Central Life & Accident. 

Kentucky Central, whose president is 
Garvice D. Kincaid, offered $115 a 
share for any or all of Domestic Life’s 
23,652 shares ($10 par value), if at 
least 51% of th stock was made avail- 
able. If all stock is made available, the 
purchase price would be $2,719,980. 

If all stock is deposited, Domestic 
L.&A. will become a wholly owned 
subsidiary of Kentucky Central; other- 
wise, it will be merged with the latter, 
in a stock transfer situation—nine Ken- 
tucky Central class A (non-voting) 
stock for each Domestic share. 

The sale was somewhat of a sur- 
prise, since it was well known that a 
number of large Negro life companies, 
most notably North Carolina Mutual, 
Mammoth Life & Accident and Su- 
preme Liberty Life of Chicago, had 
been negotiating for some time to ac- 
quire Domestic Life. 
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McCarty Scores Exemption Of Fraternals 
From N. Y. Agent Licensing Requirements 


NEW YORK—A strong plea to mem- 
bers of the New York State Savings 
Bank Life Insur- 
ance Council to co- 
operate with New 
York State Assn. 
of Life Underwri- 
ters to get agent 
licensing laws ex- 
tended to repre- 
sentatives of fra- 
ternals, who now 
are exempt, was 
voiced by Spencer 
L. McCarty, man- 
aging director of 

Spencer lL. McCarty the state life un- 
derwriters organization, at the annual 
meeting of the council here. 

“The legislature has not yet seen 
fit to put the same requirements on 
all those who solicit and sell life in- 
surance to the public as it has on your 
employes and our members,” he said. 
“There are several thousand men and 
women in this state who started re- 
cently and who interpret your policies 
and ours—as well as their own—and 
have never taken any insurance de- 
partment examination to test their 
competency. I refer to the fraternal 
agency system of legal reserve life in- 
surance. 

“Their premium volume last year on 





New York state insureds was $18 
million as compared with about $11 
million for the savings banks. Does it 
seem strange to you—as it does to us 
—that a special privilege of the in- 
surance law exempts 15 men from one 
agency that averages half a million 
dollars of sales per year per man from 
taking a state examination? At least 
one of the fraternal organizations is not 
modest about it, either, for they have 
paid for full-page advertisements in 
daily newspapers in several cities of 
our state with these words: It is not 
necessary for our men to have ‘exten- 
sive, expensive training programs in 
order to pass examinations for licenses.’ 


Cannot Be Accused 


“No one can accuse us who have an 
examination system where 80% of the 
applicants pass every year of being 
exclusive-minded of our franchise. But 
I know of the competency and dedica- 
tion of some of the fraternal men and 
it is difficult, indeed, to see why those 
given state licenses to sell fraternal 
insurance should not be required to 
meet the same standards as your peo- 
ple and ours. With the introduction of 
each new policy form and the increased 
frequency of life insurance questions 
from our insureds, it brings us to the 

(CONTINUED ON PAGE 18) 





Mutual Benefit Sets 
New Record In Oct. 


Mutual Benefit Life’s field force 
wrote $135,731,581 of life insurance to 
set a new month’s record during the 
“duel,” the annual inter-agency pro- 
duction drive staged during October. 
Credits are based on written business. 
The previous record, $134,696,133, was 
set in October, 1959. 

Agencies were divided into two 
“armies,” one headed by Charles G. 
Heitzeberg, vice-president in charge of 
agencies, and the other by William F. 
Ward, _vice-president—underwriting. 
Quota for the month was set at $125 
million. The Heitzeberg forces won, 
$69,159,761 to $66,571,820. 


Earls Agency Victor 


The William T. Earls agency at Cin- 
cinnati was the individual victor, with 
$7,510,014 in submitted business. Run- 
ner up was Murrell Bros., Los An- 
geles, with $5,828,024. Other agencies 
topping $4 million were Rosenbaum, 
New York City, $5,543,868; Schmerge, 
New York City, $5,273,759; McDougall, 
Cleveland, $4,425,485, and Guibord, 
Newark, $4,419,646. 

Agencies with more than $3 million 
of submitted business were Lemly, 
Memphis, $3,940,500; Thurman, Atlan- 
ta, $3,615,361; Catterton, Houston, $3,- 
268,012; Wilson, Chicago, $3,127,684, 
and Youngman, New York City, $3,- 
003,500. In the $2 million class were 
Crowley, Arizona, $2,995,600; Doane, 
Omaha, $2,954,014; Bishop, Honolulu, 
$2,813,833; Otto-Houlihan, Detroit, $2,- 
657,229; Hansch, Dallas, $2,609,500; 
Murrell Bros.-Brubaker, San Francis- 
co, $2,562,660; New York City, $2,441,- 
609; Leaver-Bird, St. Louis, $2,342,- 
100; Brown, Louisville, $2,087,656, and 
Cass, Indianapolis, $2,042,650. 

The Goldstein agency in Charleston, 
S. c., and the Haseltine agency in San 
Jose tripled their quotas. Quota doub- 
lers were Arizona, Billings, Mont., 
and Rochester, N. Y. 


Suttie Heads Canada 
Underwriters Assn. 


Canadian Home Office Life Under- 
writers, at the semi-annual meeting 
at Toronto, elected Thomas R. Suttie, 
Equitable of Canada, president. He 
succeeds H. Elroy Harding, North 
American Life of Toronto. 

Donald E. Hickson, National Life of 
Toronto, was elected secretary, re- 
placing Miss Margaret Agar, Manu- 
facturers Life. 


Supreme Liberty Life 
Changes To Supreme Life 


Supreme Liberty Life, Chicago-based 
and owned and operated solely by Ne- 
groes, has changed its name to Su- 
preme Life. The company, whose pres- 
ident is Earl B. Dickerson, noted some 
months ago that it planned to submit 
name changing plans to directors. 
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Fla. MD-Insuranc 
Relations Review 
For Underwriters 


Closer relationship between 
ance companies and Florida physi 
was reported at the annual meetiy 
Institute of Home Office Unde 
in Washington, D. C. by Dr. Duy 
T. McEwan, medical director of 
tional Standard Life. Dr. McEwan 
plained the program of Health Iy 
ance Council and its work with 
Florida Medical Assn. 

First, a liaison committee was 
pointed, and next a joint speak 
committee, which presented panel 
cussions before a majority of the eq 
medical societies. 

There followed organization 4 
committee to act as a clearing hy 
to receive information of alleged ah 
reported by the insurance busines 
by doctors. Abuses such as falsified 
formation or overcharging are reviey 
by the committee and if considg 
valid, are presented to the county m 
ical society of the doctor involved. 

“The program is in its infancy, 
it shows promise,” Dr. McEwan g; 
“When it is known that dishonesty 
carelessness may be revealed to on 
colleagues or to one’s employer, it} 
comes less frequent. Doctors have 
opportunity to express their griey; 
ces, and some of these have been q 
rected by simplified claim forms ; 
increased fees for examinations q 
information. With a more mutual y 
derstanding, we have noted a fava 
able change in the attitude of doctor! 

Dr. McEwan also told his audie 
about his company’s home office ri 
investigators, a group of men withi: 
vestigative experience, who have } 
come an additionally helpful source, 
underwriting information. The me 
are responsible only to the home offi 
and are not known to the field fon 
Their function is to spotcheck app 
cations and investigate claims. 

The home office investigators a 
taught medical terminology, the mak 
up of hospital charts, important poin 
of medical histories, physical examin 
ations and laboratory data. They 1 
ceive this information in compan 
home office seminars and through 
cooperation of hospital administrato 
medical librarians and others. 

“Our agents know of their presen 
and of their work,” Dr. McEwan sai 
“and this awareness has resulted : 
more accurate and complete inform: 
tion on our applications.” 



































ate past national chairman of GAMC. Looking on is Walter K. R. Holm Jr. 
Connecticut Mutual, Providence, a director of GAMC. 


























Lloyd E. Cran 
dall, left, manage 
for Phoenix Mutu 
al at Providence 
and a past presi 
dent of the Rhode 
Island General 
Agents & Mana- 
gers Assn., accept 
a certificate attest 
ing that the ass0 
ciation was tht 
first to be char- 
tered as a membe 
of General Agent 
& Managers Con- 
ference of NALU, 
under the mem- 
bership-by-a S S 0- 
ciations plan that 
goes into effect 
Jan. 1. Making the 
presentation is 
Leonard T. Smith, 
Prudential, Crans- 
ton, R. I., immedi- 
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LIFE INSURANCE EDITION 


Laurels for the Ladies 


62 NYLICS are members of the Women Leaders Round Table— 
Again, the largest representation ever for any company! 


New York Life is proud of the new record made by 
NYLIC women agents at the 1960 Round Table. To 
each of these ladies goes our congratulations for her out- 
standing accomplishment gained by serving the needs 
of others. Each reflects the highest standards of her 
company, as well as the life underwriting profession. 

The leadership attained by these NYLICS is 
evidence of the success women can achieve in a life 


insurance career. We feel, too, that it gives further 
proof of the value of New York Life’s Compre- 
hensive Advanced Training Program. 

Our warmest thanks to these 62 NYLICS for con- 
tinuing to keep New York Life in first place . . . and 
our sincere compliments to every member of the 
1960 Women Leaders Round Table for achieving this 
high honor in the life insurance industry. 


New York Life ae 


INSURANCE COMPANY 
51 Madison Avenue, New York 10, N. Y. 


Life Insurance - Group Insurance + Annuities - Accident & Sickness Insurance - Pension Plans 
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Illinois Life Agents Decide On Legislative 
Pattern; Includes Licensing, Group Limits 


By WILLIAM H. FALTYSEK next general assembly relates to group 
Illinois Assn. of Life Underwriters at insurance. This would be in the form 
its midyear meeting in Peoria held a of two amendments to add strength to 
busy one-day session, a large part of limiting the amount of group writtn 
the action being on the legislative side. in the state to conform with the 20-40 
The association is giving its support to limits. It was conceded that there will 
the licensing bill for agents being be considerable opposition from the 
sponsored by Illinois Assn. of Insur- companies and Gerhard C. Krueger, 
ance Agents. This bill also has the Equitable Life of Iowa, Chicago, acting 
support of Insurance Brokers Assn. of aS chairman of the legislative com- 
Ill. and Mutual Insurance Agents Assn. mittee, noted that the companies did 
A change from the proposal introduced not “exactly stand still for the 20-40 
in the last legislature is the raising of limits when they came up.” 
the number of hours of classroom work In an amendment to section 143 of 





ment. 






ery in this state by any company au- 
thorized to transact life insurance 
business in this state until the form 
and contents thereof: and the certifi- 
cate accompanied by its master con- 
tract have been filed with and ap- 


° bd % proved by the director.” 
ene 1a : It was noted that the insurance de- 
partment is in favor of this language 


even though it will mean considerable 


s extra work. The idea is that while 
% Illinois would have no jurisdiction over 
Mex 4a master contract of another state, it 


could, with the new terminology, turn 
down the certificates in Illinois if they 
did not comply with Illinois regula- 
tions. 


Another Important Change 


Another important change would ef- 
fect section 231 on standard provisions 
quickest to see through a thing . . . it’s the one « for group life policies. In this section, 
: ; ; the association wishes to add the word 
who is quickest to see a thing through. “certificate” to the part which reads— 
of group life insurance shall be issued 
or delivered in the state unless it con- 
tains in substance the following pro- 
in the business of life insurance. visions, etc.—-at which point the as- 
sociation would add: “and unless such 
group policy of insurance is in com- 
pliance with one of the several tyres 
of group life insurance defined in sub- 
paragraphs (a) through (e), section 
230 of this chapter.” 

The life agents feel that these 
amendments would afford the neces- 
sary control over domestic as well as 


ape ou LIFE Be The association will. furnish. its 


a members with the names of the legis- 
pr VMUNCE <a & ators in their particular districts with 
: an urgent appeal to the individual 


aaactin mineneien: oF). enn ee agents that they apprise the association 
of how well they know the various 
men in the legislature as listed. Since 
the life men are pushing only a very 
few bills, it is felt that approaching 


. You'll Be Welcomed Like Santa Claus 


(IF YOU’RE EQUIPPED WITH MUTUAL FUNDS!) 


Yes, our modern and qualified representatives are opening more doors than was ever thought possible, for they are selling 
a balanced program of savings and family protection (Guaranteed Dollars) along with an equity investment (Variable Dollars) 
in Mutual Funds. This program does not make use of term insurance—in fact, we have yet to sell that first program consisting 
of this temporary class of insurance. Mutual Funds will pave a welcome for your interview and carry you to new heights in 
solid life sales. Be your own Santa Claus and give yourself a real gift for the coming year by writing me for full details on 


how you can become a modern life salesman. 
A. g. Nod, Agency Vice-President 


yi a fa ( LIFE INSURANCE GENERAL AGENCIES OPEN IN Arizona + California + Col- 
landard Lile Yns Noun2lce LComgarze Wado+ Connecticut + Delaware + Florida + Georgia - Hawaii + Illinois 
ad Indiana» lowa+ Kentucky Lo . Maryland + Massachusetts 
FLIN IN 
ores Michigan + M iris New Ham e Oklahoma + Pennsylvania 
Tennessee» Utah Virginias West Virginias D. of C 


The smartest person is not the one who is 


A really Beneficial Thought for those of us 


















Stellar figures at the Illinois life agents’ rally. From left: William E. Ne 
or its equivalent necessary to quality. the code on policy forms, the life New York Life, Evanston, Ill., president NALU; James Ross, chief deputy [ij 
This figure is now 120 hours. agents wish to add: “Likewise, no nois department; Gerhard C. Krueger, Equitable Life of Iowa, Chicago, im. 

Other important legislation which policy of group insurance or certificate mediate past president of the Illinois association; James T. Kenny, Metropolij 
the association will be seeking in the shall be delivered or issued for deliv- Ottawa, president, and Vaughn N. Woodruff, attorney in the Illinois deparfjjrector of 
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the legislators will be assured of con. 
siderable success. But they must 
contacted and made to understand th 
situation. 

The subject of Standard Oil cred 
card travel insurance was brought yj 
at the laws legislation committee mee me operat 
ing and later referred to the memberg Tough To L 
in the form of a resolution to oppox§ } Industr: 
this practice. There seemed to be confinown 1956 
siderable feeling on the matter as tifinover shc 
the efficacy of a resolution, as well afi99 men ree 
the fact that other credit card “gim-Biive years. V 
micks” should also be looked into, anif nw current 
this was not covered in the resolutimf wentually b: 
as presented to live with.’ 

After considerable discussion, ani petter select 
some very close voting, it was decidefand sounder 
to table the resolution until there sft attract t 
time to study the entire matter anil individual ce 
come up with something that spells of But in th 
action other than a simple resolution cause to bec 
This action might even include looking insurance tu: 
into the insurance code. If the codfinall sales o1 
does not contain the means for stop-§of salesmen € 
ping this type of insurance sales, thf ful life agent 
agents feel that something should bbe ‘way ahez 
done to change it. thing with 

There were also a number of possibkf wouldn’t han 
“retaliatory” suggestions, such as ‘#to make a ck 
mass return of Standard Oil credifthey weren’t 
cards. that field. Ak 
; are launched 
Schuermann Makes Motion Bidies sho 

George H. Schuermann, Union Cen§chance of fail 
tral Life, Chicago, treasurer of thconsiderable © 
Illinois association, moved that a com Moreover, t 
mittee be named to study the entir§industry impr 
credit card situation and report to théfto sell in, it w 
board and make _ recommendations§augment man, 
There was complete accord on thisftute of Life In 
point, and it was so decided. advertising sé 

In discussion from the floor on othethe companies 
business, one of the members pointed[real contribut 
out that group dependency cover if 2. Populatio 
being written in Illinois and the ques}age of men ir 
tion is how this action can be conte result of - 
sidered legal under the Illinois codejyears 1929-35. 
Mr. Krueger pointed out that this hafitg job no eas 
actually been going on for two yearsfily difference 
and it is perfectly legal under th¢sgns to the as 
family plan. deserves amor 

In the honors department, the Peorigare seeking m 
association received the Margare unity is too ¢g 
Becker award for gain percentagewisile for every 
and numerically. The association had lo satisfy thei 
a 40% increase in membership which give life insur 
considering the fact that it is pe 0 
the state’s larger associations 0 "Unemployment 
first place, was described as no med 
feat. Leonard R. Nelson, associate se] 
eral agent Lincoln National, accept 
the award for the association. 4% 
































































3. The emplo 
mployment is 
e older as 


presentation was made by Presiden - : od as 
Nn: 
Kenny. Man needed ii 


The William E. North award to Uf 


association with the largest increase, pattern 


membership on a regional basis Wm ved on 
to Macomb with a 53% increase. Y disturbed. 


(CONTINUED ON PAGE 25) 
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nN. Y. Advertiser Group Told: 


—_ 


Image Of Life Insurance As Being 
IGood To Sell Needs More Promoting 


NEW YORK—The life insurance in- everyone we are after being em- 
dustry has been able to inform the ployed?” 

public about its 4. State of the economy. Today’s 
a product to the higher starting incomes and the in- 
point where life creased cost of living make it more 
insurance is con- difficult to bring in the right man on 
sidered something a sound financial basis. But as long as 
good to own, but 1,000 people a day are borrowing mon- 
“have we done ey and using all their savings to go 
anywhere near the into businesses of their own, and as 
job we can in hav- long as there are people like interns 
ing the public ap- and residents. struggling along on ‘low 
preciate the fact incomes temporarily, “I am convinced 
that life insurance there are people who can and will 
uty Tl 2 is also good to make whatever sacrifices are required 
azo, im. sell?” asked Wil- to live on $5,000 to $6,000 a year and 
opoli liam B. Wallace, have an opportunity such as we offer 
| depart§jirector of sales research and devel- —provided they understand.” 


opment of Home Life of New York, in Effect Of Changing Values 

his talk at the November meeting of : J P 

Gotham Group of Life Insurance Ad- 5. Changing values, i.e., the “organ- 
ization man” vs the independent small 


vertisers Assn. , : 
Mr. Wallace discussed the following business owner; the surrender of in- 
dependence for security; lack of incen- 


factors and their effect on the cli- 4 d _ 
mate in which manpower development tive because of income tax, fringe ben- 
must operate: efits and government handouts; em- 
i F phasis on leisure rather than work. But 
Tough To Live With every day men are finding out they 
1. Industry turnover. The _ well- don’t have independence if they work 
known 1956 study of LIAMA covering for someone else and don’t have con- 
tunover showed that only five out of trol of the factors that determine their 
100 men recruited survived the first success. 
five years. With the rate of recruiting The “organization man” finds out 
now current in the industry, “this can there are some negatives—small peri- 
eventually become a pretty tough thing odic pay increases based on seniority, 
tolive with.” More realistic recruiting, politics and fitness reports. He faces 
etter selection, pre-contract training travel or transfer. It is sometimes dif- 
and sounder financing plans designed ficult for him to feel that his con- 
to attract the entrepreneur type of tribution is cause for pride in his work. 
individual can help. Herbert Brown, editor of Changing 
But in the meantime, there is no Times magazine, wrote: “Almost ev- 
cause to become defensive about life eryone gets a yen once in a while to 
inurance turnover. There is turnover own his own business.” Why don’t 
inall sales organizations and no group they? “Could it be the lack of capital, 
or stop-fof salesmen earn the money a success- training and income to live on while 
ales, th ful life agent does. A lot of men would getting started?” Mr. Wallace asked. 
ould bebe ‘way ahead if they were in some- “Aren’t these the things that we can 
thing with more turnover—they supply to the right man?” 
possiblef wouldn’t hang on until it was too late As to incentives, people on a salary 
h as ato make a change before finding that don’t know what it means to decide 
1 creditfthey weren’t suited for real success in what they have to have plus what they 
that field. About 1,000 new businesses want, and then go earn the money. 
are launched each day, even though They only know how to take the dif- 
statistics show that there’s a 50-50 ference between salary and needs and 
on Cen§chance of failure within two years, at try to curtail their outlays to fit their 
of théfconsiderable loss to the owner. incomes. As for leisure vs work, “in 
; a com Moreover, to the extent that the life this day of specialization, how many 
e entirfindustry improves the climate for men people have ever known the satisfac- 
rt to thifto sell in, it will help the turnover and tion of having a job that wasn’t work 
idations§ augment manpower growth. The Insti- but something that comes as a second 
on thisftute of Life Insurance with its current religion.” 5 
advertising series and what some of Why Are Blind Ads Used? 
on othethe companies are doing are making a 
6. The public’s image of the life in- 


pointeifreal contribution in this area. ; 2 I 
cover if 2. Population trends and the short- surance man. Why is advertising for 
agents done on a blind-ad basis? Why 


1e quesfage of men in the 25-30 age group as ; 
be con-fthe result of lower birth rates in the aren’t employment agencies good sourc- 
es of agent recruits? Why will the 


is codefyears 1929-35. This makes the recruit- hy 
this haying job no easier but it shouldn’t make man recommended for a life insurance 
selling job be reluctant to discuss the 


o yearsjaly difference if the life industry as- } 
der thqsigns to the agent’s job the position it opportunity? Why aren’t men who are 
looking for what life insurance selling 


deserves among the various jobs that ; 
e Peoriijite seeking men. The agent’s oppor- has to offer lined up outside agencies’ 
doors? 


Aargarey'unity is too good to have to wait in 

fagewi line for every other type of employer In the light of the foregoing factors, 
ion haq' satisfy their manpower needs and Mr. Wallace offered some suggestions 
» whichfsive life insurance the castoffs or re- for improving the public’s image of 
the life insurance man. 
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; one 
in thay —tThe public must be brought to re- 
10 meat vemployment No Help alize that the life insurance man can’t 


be blamed for the fact that the pros- 
pect’s conscience bothers him, any 
more than a doctor should be blamed 
for the anxiety a patient feels after 
deciding to forego the treatment the 
doctor has advised. 

—tThe public also has to understand 
that too many times the agent is 
blamed for being “high pressure” when 
actually the pressure-has come from 


ate gett 4. The employment market. Most un- 
sccepteg'™Ployment is either in the very young 
on. Thq” the older age groups or in specific 
reside “*S Or industries, so that it is of little 
lp in life insurance recruiting. The 

1 to th"? needed in life insurance has a 
rease ig, SS pattern and is in good financial 
sis wel Such a man is probably em- 
but economically or vocation- 








" boyed, 
ase. Si 
: disturbed. “So why worry about 
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the problem, not the agent. 

—tThe public as well as those in the 
business must realize that a so-called 
“promotion” into management may ac- 
tually be a demotion for their life 
insurance man—like taking a highly 
successful and skilled surgeon and 
“promoting” him to be dean of a med- 
ical school when he is entirely unsuited 
for the job. 

—tThe public should be and can be 
made aware of the need for an annual 
checkup of their insurance estates. To- 
day people feel guilty if they don’t 
see their dentists at least once a year. 
They shoul feel equally guilty if they 
don’t consult their insurance man. 


‘Would Be Waiting In Line’ 


“If the public had the image of the 
career of life insurance selling that I 
have and I’m pretty sure you have, we 
wouldn’t have any problems,” said Mr. 
Wallace. “I firmly believe the quality 
men would be waiting in line to get 
into this business. Our present organ- 
ization would benefit from an im- 
proved climate and sales from old and 
new organization would create new 
opportunities for each of us. We have 
to keep in mind, too, that the sale of 


5 


life insurance benefits a whole lot of 
people, in addition to helping us pre- 
:ecve our way of life.” 

Mr. Wallace was introduced by Hen- 
ry Farber of Home Life. William Weier, 
Prudential, Gotham Group’s new chair- 
man, presided. 


Old Security Life 
Building Wins Award 


Old Security Life has been awarded 
a special award for over-all exterior 
design by the Kansas City chapter of 
American Institute of Architects. The 
building was recently completed and 
occupied by the executive office staff 
of Old Security. 

The award was presented to George 
D. Gee, treasurer, representing the 
owner and to Kivett & Myers & Mc- 
Callum, architects, at the annual hon- 
or awards banquet. Comments on the 
building by the jury noted the “Del- 
icate proportions, consistency and eco- 
nomical use of materials. Good detail.” 

The design competition drew 33 en- 
tries this year. Nine buildings were 
selected by the jury for awards. Old 
Security Life’s building was the only 
insurance home office so honored. 





The Crown Life Insurance Company 
of Toronto, Canada 
on August 20th, 1960 
passed 
ONE BILLION OF INSURANCE 
IN FORCE 
IN THE UNITED STATES 


For this outstanding growth, the Directors 
and Officers congratulate our General Agents 
and their associates who serve the 
needs of the American people in the 46 states 
in which Crown Life is licensed. 


The Crown Life is proud to have achieved 
this growth on the merits of the 
Company’s portfolio and to warrant the 
recommendation of so many 
Underwriters throughout the United States. 


A. F. Williams 
Vice-President 
and Managing Director 


Crown Lire 


INSURANCE COMPANY 


120 Bloor St. East, « Toronto, Canada 
1900 1960 


Over $2,750,000,000 of Insurance in Force 


C. F. W. Burns 


President 









NEW Monarch PREMIUM PAYMENT PLAN 





Now not only can Monarch men provide all the insurance 
coverages their clients need — fire and casualty as well as 
non-cancellable health and accident and all forms of life — 
but their clients can pay for all these coverages in one con- 
venient monthly payment! 

SysteMatic — with two level-payment methods available — 


helps agents write a// lines on each client — helps prevent 
lapse because payments are geared to the monthly budget. 


SysteMatic — the newest reason why the Monarch opportunity 
is greater today than ever before! 
[FOR FREE MONARCH BROCHURE, WRITE DEPT. NU-2 | 








LIFE INSURANCE COMPANY 
SPRINGFIELD, MASSACHUSETTS 


NOW AFFILIATED WITH SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 
AND NEW ENGLAND INSURANCE COMPANY 
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A General Agent oS ee renewals through our exe 
= 
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RENEWAL GUARANTY CORPORATION 


2323 First National Bank Bldg. ¢ Denver 


ee ee 


to $100,000 . - 


lusive, dignified, 





please call or write.-- 


For complete, 


RENEWAL GUARANTY CORPORATION N { 
2323 First National Bank Bidg., Denver 2, Colo. 


Gentlemen: Please send me complete, confidential 
details on your exclusive service. | understand | am NOT 
obligated in any way. 
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Ill, Round Table 
Names New Officers 
At Peoria Meeting 


Illinois Leaders Round Table at its 
annual luncheon meeting, held tradi- 
tionally during the midyear meeting 
of Illinois Assn. of Life Underwriters, 
elected O. F. Little, vice-president 
Home Life, Chicago, president to suc- 
ceed J. Kenneth Elliott, Northwestern 
Mutual Life, Kewanee, who becomes 
chairman of the advisory board. Max 
L. Riseman, Metropolitan, Springfield, 
was named lst vice-president; Ralph 
J. Wood Jr., Sun Life of Canada, Chi- 
cago, 2nd vice-president and E. W. 
Ruuttila, John Hancock, Springfield, 
secretary-treasurer. 


Allen White Is Speaker 


The speaker was Allen White, New 
York Life, Park Forest. In an inspira- 
tional talk, “I Don’t Want To Be A 
Failure,” he said this topic is certainly 
not negative thinking and nothing 
could be more positive than wanting to 
be among the top names in the life 
insurance business. 

The way to back up this feeling is 
for the agent to know his subject so he 
can discuss it with complete conviction 
and sell not so much the product as 
the penalty for not having enough 
insurance. Another “must” is proper 
attitude, since when the agent knows 
what life insurance can do for a pro- 
spect he can “say almost anytthing 
because he knows it is true, and the 
truth does not make for failure. He can 
motivate.” 

Mr. White said no agent can be a 
failure when he knows that someone 


| is waiting for him to be protected 
| against loss of income. He insists, how- 


ever, that appointments for interviews 
be firm so as not to waste time. He 
also suggested working closely with the 
agency manager, making him keep 
track of the agent’s activities and keep 
tab on him to see that he is working 
at his job. “If you don’t make use of 
the knowledge you have, you will soon 
forget it,” he declared. 

Mr. White also advised associating 
with successful agents to increase 
knowledge. “They will also tell you 
that there is a ‘price’ to pay for suc- 
cess and what theirs was” he said. 
“And always remember your success 
is not yours all alone; you like other 
successful agents do, must give some 
of your success to others on the way 
up.” The speaker admonished the 
agents never to make excuses to them- 
selves: Get organized, get to work, stay 
at it, and let the law of averages take 
over. 





Var de 


New officers of Illinois Leaders Round Table at the annual meeting. Fro® 
left: O. F. Little, vice-president Home Life, Chicago, president; Ralph J. Ww 
Jr., Sun Life of Canada, Chicago, 2nd vice-president; Allen White, New York 
Life, Park Forest, the speaker; J. Kenneth Elliott, Northwestern Mutual 
Kewanee, and Max L. Riseman, Metropolitan, Springfield, 1st vice-president. 
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Wis. Agents Charge 
Direct Writing In 
Milwaukee Case 


Wisconsin Assn. of Life Underwri, 
ers has adopted a resolution in whi¢ 
the membership “condemns, prote 
and abhors” the action of the Milway 
kee School Board in accepting a groy 
life insurance proposal in which th 
commission amcunts to $441 on a pre 
mium of approximately $300,000. 

The resolution notes that a numbe 
of companies submitted bids for groy 
coverage on the school board employe; 
and that all except one company’s pn. 
vided for a “reasonable and norma)’ 
commission. The $441 commission fig. 
ure is not only “miniscule,” tk 
agents declare, but it “serves to unfair. 
ly create a competitive advantage ove 
the other companies... .” 

Decries School Board Action 

The action of the school board, the 
association states, is “contrary to ae. 
cepted standards and could be consid. 
ered detrimental to the interests of the 
insureds who are their employes as 
is presumed that the omission of ade. 
quate compensation payable to a lif 
underwriter will cause to eliminate th: 
element of service that they are ep. 
titled to expect; that this action dis. 
criminates against the life underwrite 
by denying to such a person a reason- 
able compensation that is a norma 
element of the premium charge ani 
that through this action the Milwauke 
School Board makes it apparent that it 
condones, supports and encourages the 
relatively rare practice of by-passin; 
those qualified and trained citizens wh 
are career life underwriters by choos. 
ing to enter into this type of unethical 
arrangement known as ‘direct writing 
which provides only miniscule or gross- 
ly inadequate commissions without r- 
gard to the standards of equitable and 
fair treatment... .” 








New Handbook Ready 
For Conn., Rhode Island 


A new Underwriters Handbook of 
Connecticut and Rhode Island has 
just been published by the National 
Underwriter Co. It provides com- 
plete and up-to-date information on 
the agencies, companies, field men, 
general agents, groups and other or- 
ganizations affiliated with insurance 
throughout these states. Copies of 
the new Connecticut and Rhode Is- 
land handbook may be obtained 
from the National Underwriter Co. 
at 420 East Fourth Street, Cincin- 
nati 2, Ohio. Price $12.50 each. 
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e pluribus unum 


THE MOTTO, as you know, means “from many—one.” - 


In other words, there is strength in a group. 


Employers in American industry wisely apply this 
idea to Group Insurance. Faced with serious compe- 
tition for the services of good workers, they look upon 
Group Insurance as a sound means of attracting and 
holding top-notch personnel. Employees are also 
enthusiastic, since this attractive employment fea- 
ture provides them with basic protection upon which 
to build their individual insurance programs. And 
too, it introduces the advantages of life insurance to 
many who might never have recognized its full 
benefits. Thus, employer, employee—and agent— 
benefit and gain strength from Group Insurance. 


Provident Mutual has everything needed to sell 


Group Insurance—and sell it well. For example, 
Provident Mutual offers every major coverage in- 
cluding pensions; benefits can be custom fitted to 
exact employer needs. Through these services the 
Company presents an excellent opportunity for 
brokers, and especially for agents with companies 
not active in the Group Insurance market. 

The motto, e pluribus unum, works well for the 
seller, too! Coverage for many combined into one 
profitable sale. 


Provident Mutual 


Life Insurance Company of Philadelphia 
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Butler Professor 


FeNATIONAL UNDERWRITER 


Su ggests Six 


New Ways To Attract The Buyer 


Insurers must create new things to 
tempt the appetites of the insurance 
consumer, and this requires a dyna- 
mic program of expansion that will 
make insurance in its permanent 
forms more attractive, desirable and 
valuable, said A. J. Nichols, associate 
professor of insurance and economics 
at Butler University, in his talk at the 
recent annual convention of Assn. of 


Advanced Life Underwriters. 

Prof. Butler suggested the following 
six steps: 

1. Creation of a@ research depart- 
ment in each company. Its purpose 
would be to analyze, test and create 
new products that would enhance the 
desirability of insurance. 

2. Recognition of the widespread ac- 
ceptance of the idea of retiring at 


age 65. This would result in the crea- 
tion of products that fit in with the 
new social attitudes. If people are 
going to retire at age 65, why should 
they be burdened with insurance pre- 
miums beyond that age, especially if 
their retirement incomes are only ade- 
quate for retirement purposes? 

3. Defense against government en- 
croachment. The leaders of the insur- 
ance industry should stand up to 
the federal government and defend the 
basic free enterprise institution called 
insurance. If the insurance industry 
loses its impact on society, all citizens 

















: } — THAT 
FABULOUS 


YEAR 1960 


Future generations will leok back 
upon 1960 as the year when the first 
real steps were taken leading to the 


marvelous accomplishments of the 


years ahead. A satellite capsule was 
returned to earth — a parachute 
jump from 103,000 feet — an air- 
plane travelled better than 2,000 
miles per hour — voices bounced off 
a satellite balloon orbiting the earth 
—telephotos were bounced to earth, 
and countless other achievements. 


Since its founding in 1867, the 
Equitable Life Insurance Company 
of Iowa has witnessed, and actually 
been a part of, many astounding 
developments in the progression of 
man and the growth and develop- 
ment of our country. The Equitable 
is proud of the position it has held 
in this development, and is grateful 
to have had these opportunities. 


< 


LIFE INSURANCE COMPANY OF IOWA. 


FOUNDED 1867 — DES MOINES — 
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may find themselves protected by f 
eral or state governments. Dyn 
leadership should revitalize the sy 
of self-determination and self-relig 
4. Single-line vs all-lines. Now 
the time for the life insurance q& 
panies to decide definitely whet 
they will be primarily distributors 
life insurance, or insurance across { 
board. If it is going to be all lines 
insurance, what changes will be ; 





quired to bring this change aboy® 


5. Insurance companies must f 
means of making it more convenjs 
for the agent to talk to people aly 
insurance. A_ strong, well inforn, 
determined agency system should 
created, and backed by superior pry 
ucts. 


New Distribution Avenues Urged 


6. New avenues of  distribut 
should be created to attract savin 
into the insurance industry. The f 
lowing offer opportunities for explo 
tion: 

A. Thoughtful consideration sho 
be given to the creation of trust ¢ 
partments within the insurance om 
pany structure. This would provide ty 
means to handle pension trust funds; 
strengthen the area of estate servi 
for the insurance by providing 
means to merge all property and h; 
dle its distribution, and _ finally, 
recognize that in some cases there; 
a need to separate the savings a 
protection elements of an_ insurany 
contract. 


Sees Market Among Teen-Agers 


B. Attract the funds of teen-age 
by creating the means of buying cm 
venient amounts of paid-up insuram 
through the distribution of paid-y 
insurance books in every school in t 
United States. 

C. In the area of A&S insuran 
the industry should form active com 
mittees to meet with government ¢ 
ficials, the medical profession and tk 
general public to establish acceptal 
plans of coverage. Joint studies shoul 
be undertaken to find solutions to t 
problems of adequacy of coverage, ca 
control, service and regulation. 

D. The consumer education progra 
covering life insurance should be i 
tensified and expanded, 
through the formation of policyholder 
company committees, community 
tivities and national advertising. A ki 
could be done by minimizing the vari 
tion between and among _ compat 
combination contracts. 

E. Elimination of the selfish att 
tude of individual companies to ext 
their competitors at any cost, with t 
philosophy that “if we don’t do it, a 
competitors will.” 

Can insurance agents meet the te 
of professionalism? Prof. Nichgls aske 
further along in his talk. He the 
analyzed the definition of profession 
ism by considering four requirement 


CLU Satisfies Learning Need 


1. Need of a prolonged and # 
cialized intellectual training that pro 
vides the individual with a techniqu4 
that enables him to give a specializé 
service to society. On this score, 
training and specialized knowledge 
quired in the insurance field is 
that no one can challenge the right 
CLUs tr: claim professional status 

2. Service is performed for a I 
remuneration on the basis of a fee 4 
salary. If there is a weakness in Us 
insurance agent’s claim to professiam 
status, it is in this area. At pre 
only a few insurers differentiate 
qualitative basis for services renee 
to a client and vary the compen 

(CONTINUED ON PAGE 1%) 
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For one producer and one company 
to insure the individual “against ev- 
ing’ is more easily said than done 

in the opinion of Chase M. Smith, 
al counsel and senior vice-pres- 
jdent of Lumbermens Mutual Casualty. 
Ina talk to the Legal Section of Amer- 


"nie ican Life Convention at the annual 


meeting in Chicago, he noted that fire 


Mand casualty operations have been 


joined for some time. The question now 


Wis whether the barrier between fire- 


casualty insurers and life companies 
shall be removed. 


should Be Carefully Planned 
About 15 years ago, when the bars 


petween fire and casualty companies 


were about to be dropped, Mr. Smith 
thought that the procedure should be 


4 carefully planned and slowly developed. 
| Otherwise, he foresaw 10 or 20 years 


of financial loss and chaotic conditions. 


# Throwing the casualty field open to 
@ the fire companies and vice versa made 
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BOWLES, ANDREWS & TOWNE, Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 
ATLANTA NEW YORK 
DALLAS MIAMI 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


Son Francisco Denver los Angeles 








WILLIAM C. CONLEY 
Consulting Actuary 


lansing and Detroit, Michigan 
811 American Bank Bldg., Lansing 68, Mich. 








E. P. HIGGINS & CO. 


Consulting Actuaries 
Auditors and Accountants 
Pension Consultants 
Bourse Building Philadelphia 6, Pa. 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
Insurance—Pensions 

2801 North Meridian St. 5002 Dodge St. 
Indianapolis 8, Ind. Omaha 32, Neb. 








NELSON and WARREN 
Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
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HOWARD E. COMPANY 


INCORPORATED 
Consulting Actuaries 








2859 N. MERIDIAN ST. « INDIANAPOLIS 7, IND. 
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‘Urges Careful Planning On All Sides 
Before Move Into All Lines Operation 


him wonder what would happen and 
who would win, if anybody. 

Mr. Smith believed that fire compa- 
nies, with vast resources and surpluses, 
could ruin the casualty companies. The 
latter, on the other hand, with their 
aggressive underwriting habits and 
their needs for a more stable and prof- 
itable business, could fling themselves 





1. YOUR ‘JUST-MARRIED’ CLIENTS can help cover their immediate needs 
with a basic MONY policy. (There’s a discount if the face amount is $5,000 or 
more.) MONY ‘ADD-ON’ riders can help meet your clients’ anticipated future 
needs, as their income keeps going up and their responsibilities increase. 
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in the fire field and by this competitive 
struggle, take the profit out of that 
business. 
Fears Realized 

Instead of having two segments of 
the business, each operating in a field 
it understood, there would be a single 
field in which nobody could keep a 
level financial keel. It seems to Mr. 
Smith that the rating bureaus and rate 
making processes, and laws on prices 
and reserves should have been care- 
fully reviewed and remodeled before 
the new conditions were invited, and 
that top level planning should have 








for their growing needs with ‘ADD-ON.’ 
economical, easy to sell. And there’s ample opportunity 
to convert clients’ ‘ADD-ON’ riders to permanent insurance. 


3. LIFETIME RETIREMENT INCOME. 
plan your client’s future .. . 

arrange for additional lifetime retirement income later, at 
a price agreed on in advance when he buys the basic policy. 
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preceded the movement of each type 
of company into the other field. 
Today, Mr. Smith observed, screams 
of anguish are heard over underwriting 
losses in both fields. A good part of 
the cause was the lack of planning. 


Favors Vertical Growth © 


The practically universal adoption at 
comparatively early stages in the de- 
velopment of the life business of a 
mortality table and a system of re- 
serves made mandatory by sensible 
laws has been largely responsible for 

(CONTINUED ON PAGE 20) 





2. CLIENTS WITH GROWING FAMILIES can get protection 


‘ADD-ON’ riders are 








‘ADD-ON’ can help you 
assure him the right to 


MON Y ‘ADD-ON’ life insurance is the easier way for 
you to build a profitable, repeat business! 


Your clients will be coming back for more, when you 
sell them MONY ‘ADD-ON?’ life insurance. ‘ADD-ON’ helps 
them meet new needs more conveniently and economi- 
cally by adding on MONY riders to their basic MONY 
policy, subject, of course, to evidence of insurability and 
other reasonable qualifications. And your commissions 
don’t stop with the initial sale, because later on you can 
easily convert your clients’ easy-to-sell ‘ADD-ON’ riders 
into permanent policies. When you sell MONY ‘ADD-ON,’ 
your clients’ coverage and your commissions grow! 





Please send 


Name __ 


BROKERS! FREE BOOKLET 
TELLS YOU ABOUT ‘ADD-ON’ 
MANY. Dent. NU-116, Broadway at 55th St., New York 19, N.Y. 


‘ADD-ON’ booklet. 


copies of MONY’s free 








Address 





City ___ 


Brokerage Name. 


o County 


Mua 0- New wet 


The Mutual Life Insurance Company Of New York, New York, N.Y 
Sales and service offices located throughout the United States and in Canada © ye al 
For Life, Accident & Sickness, Group Insurance, Pension Plans, MOMY TODAY MEANS MONEY TOMORROW) 


Se eS 


Zone or 
State__ 
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McLain Sees Decade Of Ordinary Sales 
Growth Paralleling Group Expansion 


Instead of a decline in ordinary sales 
resulting from an expansion of group 
business in the next 10 years, “I be- 
lieve our ordinary sales will have a 
parallel growth,” James A McLain, 
chairman of Guardian Life, told a con- 
ference of the company’s group rep- 
resentatives in New York. 

Discussing the potential market for 
future group sales, Mr. McLain said 


the next decade will be an extremely 
competitive period in American busi- 
ness and the most intense competition 
will be for manpower. 


Increasing Demand 


“That will mean a constantly in- 
creasing demand for mass coverages, 
as employers welcome your help in de- 
signing employe benefit programs that 


will attract and hold good personnel,” 
he said. 

Therefore, he said, he foresaw an 
expanding group market, but hand- 
in-hand with this, a growing ordinary 
market rather than a contracting one. 

Noting that it took Guardian 92 
years to reach the _ billion-in-force 
mark, Mr. McLain congratulated the 
group men on their contribution to the 
company’s accelerated growth since it 
entered the group field in 1957. 

“With your help, our field force has 
brought us to the threshold of our 
second billion in less than nine years, 
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This highly flexible non-can S & A package enables you to write the made-to-order, complete income 
replacement coverage that fits the specialized requirements of BUSINESS and PROFESSIONAL WOMEN. 
Take a good look at these business-building features:(1) WAIVER OF PREMIUM while your insured is 
totally disabled, even beyond her benefit period;(2) DIVIDENDS to reduce premiums, to accumulate at 
interest, or in cash;(3) NEW PROSPECT PROBABILITIES with coverage now extended to the vast female 
market of business and professional women ;(4) EASY-TO-READ, UNDERSTANDABLE FORMAT featur- 
ing a fill-in schedule that eliminates riders. Two policies are featured in this new “packaged program” 
designed especially for women: one S & A and one Accident-only. Here you have complete, quality coverage 
backed by the recognized prestige of Security Mutual! Check on this most-sellable insurance package in 
years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIKE 1 1: INSURANCE COMPANY OF NEW YORK 


Richard E. Pille, President. 


Harland L. Knight, 
Agency Vice President. 






your security our mutual responsibility 
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EXCHANGE STREET, 


BINGHAMTON, NEW YORK 
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and there is every reason to belj 
that we will achieve the third b 
in about five years,” he said. 

Mr. McLain also announced 
plans for the annex to the home of 
building now under construction y 
being revised to provide an additig 
floor to house the expanding gy 
department. 


Wilcox, Mauke Preside 


T. Robert Wilcox, secretary of 
group department, and William 
Mauke, director of group sales, y 
sided over the business sessions of 
conference. 

Daniel J. Lyons, senior vice-p 
dent, who opened the _ conferengil 
pointed out that Guardian does gy 
by-pass the agent on any group q 
and that the other problems disturb 
the life insurance business, nam@ 
excess amounts of group insuray 
types of group covered, and the pog 
bility of taxation of premiums on lq 
amounts of group insurance, he f 
would eventually be solved in the } 
interest of the public and the industy 

Arthur V. Ferrara, regional gr 
manager for the New York area, 
dressing the conference on its see 
day, described his work as a liai 
man between the home office gr 
department and field men. Clyde 
Juchau, Pacific coast regional m 
ager, described the importance of } 
kerage accounts, and emphasized ty 
close tie between brokers and grop 
field men. 

The final session of the conferen 
was devoted to an explanation of { 
functions of the various divisions i 
the group department. 


Health Insurance Just 
Starting To Accelerate, 
Chicago A&H Men Told 


Health insurance is just beginning 
to move, members of Chicago A&f 
Assn. were told at their October me¢ 
ing. In his sales talk, W. Harold Pe 
tersen, executive vice-president Unde. 
writers National, said statisticians pre 
dict that by 1967 health insurane 
premium volume will exceed that d 
life insurance. The business has been 
sluggish, but it is on the move. 

It is strange, Mr. Petersen said, that 
a man may realize he needs one typ 
of coverage but does not see the ne 
essity for complete protection. He ma 
buy homeowners to insure against fir 
but will do nothing to protect himself 
when disability strikes. 

If he gets caught without liabilif 
coverage, he always has recourse t 
bankruptcy and can at least get ac 
start. However, without disability it 
come protection, he may be wiped out 

Rather than buy a $50,000 life pol 
icy with a waiver of premium, it 
sured would be better off by purcha 
ing $50,000 of protection with half ot 
dinary and half term and putting the 
money he saved into disability, Mr 
Petersen declared. 

He cited men recently graduated 
from college as making a good m 
for disability coverage. For only $7# 
month, they can obtain a non-can, a 
cident only policy, which will provide 
an income to age 65 and $1,000 med 
ical payments. This is a good startet, 
and eventually the agent can move) 
this client to a policy which will dove 
tail into his retirement benefits. 














Jefferson Standard Life has declare 
a quarterly dividend of 20 cents p@ 
share on 5 million shares of cai 
stock outstanding, payable Nov. 9 t 
stockholders of record Oct. 31. 
business for the first three q 
totaled $176,369,000, a gain of 4%. 
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Jefferson \tandard 


LIFE INSURANCE COMPANY 


lome Office: Greensboro, N.C. 
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agers at San Francisco and Chicago. 

C. R. Wolff, formerly with the Buf- 
falo group staff, has been appointed 
assistant group manager at New Hav- 


Changes In The Field 


manager of the new district group of- 
fice in Jacksonville. He was with New 
York Life. 


en. 


Provident Mutual 

Appointed managers are C. E. Brady 
at Cleveland, and C. H. Campbell and 
W. F. Farrell Jr. at new agencies in 
Pensacola and Dallas. Mr. Campbell 
has been with New York Life. All three 
men have been members of Provident’s 
management training course. 

B. D. Tihansky has been appointed 


at Long Beach, Cal., 


Connecticut General Life Equitable Society 


M. E. Soper and R. E. Springer, as- 
sistant group managers at Des Moines 
and Tampa, respectively, have been 
appointed assistant district group man- 


quarters 


J. R. Ciernia, group representative 
has been ap- 
pointed assistant group manager there. 


Appointed unit managers with head- 
in the following cities are 
C. L. Baird, New Orleans; F. O. Brown, 
Boise; R. W. Fish, Waterloo, Ia.; B. W. 
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A life insurance 


company grows soundly 
when it provides sound means 
for its individual producers’ 


commission incomes to grow. 


Life, Accident & Sickness, Pension Plans, Annuities 


RKSHIRE LIFE 


BERKSHIRE LIFE INSURANCE COMPANY «© PITTSFIELD, MASSACHUSETTS * A MUTUAL COMPANY FOUNDED IN 1851 
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Jett, Port Huron, Mich.; N. L. Ree, prokeragze Ir 
Shreveport, La.; and R. K. Sorenso, pranch. He 


Minneapolis. 


John Hancock 


Edwin R. Erick- 
son has asked to be 
relieved of his 
management re- 
sponsibilities as 
general agent at 
Buffalo, effective 
Nov. 30. He will 
continue in per- 
sonal production, 
maintaining offices 
in the Liberty 
Bank Building and 
in New York City. 
With the company 
for 35 years, he has been a supervisy 
at Syracuse and Decatur, IIl., and ge. 
eral agent at St. Paul. He is a life anj 
qualifying member of Million Dolly 
Round Table and for 10 consecutiv 
years through 1959 his agency led th 
company in ordinary production. 


Edwin R. Erickson 


General American 
William E. Vesser and Malcolm y. 
Eilerman have been appointed to head 
new general agencies in St. Louis, 





William E. Vesser 


Malcolm N. Eilerman 


bringing to 12 the number of General 
American general agencies in its home 
office city. Mr. Vesser, who is the son 
of Vice-president Frank Vesser, has 
been with the Rosenthal agency of St. 
Louis, and Mr. Eilerman has had ex- 
perience with the Workman agency 
there. 


Northwestern Mutual Life 

A district agency has been opened 
at Brooklyn and will be headed by Ir- 
ving Mirsky and George B. Silverman. 
Both men have been with Prudential; 
Mr. Mirsky since 1946 and Mr. Silver- 
man since 1957. 


North American L.&C. 
Stuart B. Crawford has been ap- 
pointed manager at Madison, Wis. He 

has been assistant manager there. 


Occidental Of California 


Reuben Schafer has been appointed 
general agent at Toronto. He has been 
with the Fulthorp agency there. 

Roy S. Kelly has been appointed 





a Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR 
SALE OF INSURANCE COMPANIES 


G.. Colton 


Chicago 2, Ill. 














30 N. LaSalle St. 
Financial 6-9792 






Professional Services On amma 
° RATE BOOKS ° 
Planning — Page Designing — Preparation 

Proof Reading — Production — Covers 
FAST «© ECONOMICAL 


DUNCAN anv COPELAND, INC. 
1038 W. Peachtree St., NW © Phone TR 3-378 
Atlanta 9, Georgia 














National as 





Robert T. W« 


has been ap) 
new, and se 


jisa CLU. Th 


will be operé 
Miami agen¢ 


Stan 

Fred M. 
named supe! 
agency at Ea 


Nev 


Robert S. 
manager at 
ford, has bee 
moted to § 
agent the 
CLU, he is 
president of 
ford Life 1 
writers Ass 
Connecticut 
visors Assn. 
a director | 
Hartford 
chapter. 

Reid H. 
manager at 
to general ag 
agent at Det 
ami and is a 
Leader’s Ass 

Gertrude 
named man: 
department i 
York. She he 
brokerage fii 
before that 
Connecticut 


Lii 

L. F. Put 

tor with he 
has been p) 
ager at Mem] 


| 
Robert W 
Kingins, pa 
agency, hav 
agents in Mu 


Massacl 


S. Alberta 
man, assista 
vertising ma 
has been. prc 
to advert 
Manager, tc 
ceed Senex 
Gamble, wt 
tetired. Miss 
man, a past 
dent of the S 
field CLU cl 
has been 
Manager at 
verse City, 
and agency | 
Vertising ma 
In Detroit, 
dent of the ' 
1942-44 and 









































12, 1yyovember 12, 1960 


bi Reeg Jirokerase Manager in the Fresno, Cal., 
SOrensy, pranch. He has been with Washington 

















Erickson 


'PELVisor 
ind gep. 
life ang 
1 Dolla 
‘Secutive 
led the 
on. 











National as an agent there. 


Berkshire Life 

R. T. Walsh has 
been appointed 
agent at Hartford, 
to succeed J. A. 
Cope, who has 
been elected su- 
perintendent of 
agencies. Mr. 
Walsh has been a 
supervisor for New 
England Life at 
Hartford. 

Henry Weiss, 
manager at West 
Palm Beach, Fla., 
has been appointed general agent at a 
new, and second, agency in Miami. He 
isa CLU. The West Palm Beach agency 
will be operated as a branch of the new 
Miami agency. 


Standard Of Oregon 


Fred M. Rosenbaum has _ been 
named supervisor for the Robert Rau 









Robert T. Walsh 


agency at East Portland, Ore. 
d 


New England Life 


Robert S. House, 
manager at Hart- 
ford, has been pro- 
moted to general 
agent there. A 
CLU, he is a past 
president of Hart- 
ford Life Under- 
writers Assn. and 
Connecticut Super- 
visors Assn. and is 
a director of the 
Hartford CLU 
chapter. 

Reid H. Vance, 
manager at Seattle, has been promoted 
to general agent there. He has been an 
agent at Detroit and supervisor at Mi- 
ami and is a member of the company’s 
Leader’s Assn. and Hall of Fame. 
Gertrude Y. Alexander has been 
named manager of the new pension 
department in the Nouri agency at New 
York. She has been with the New York 
brokerage firm of Griswold & Co. and 
before that was with Prudential and 
Connecticut Mutual Life. 





Robert S. House 


Life & Casualty 


L. F. Putman, regional sales direc- 
tor with headquarters at Nashville, 
has been promoted to district man- 
ager at Memphis. 


Franklin Life 


Robert W. Watson and Malcolm 
Kingins, partners of Watson-Kingins 
agency, have been named _= general 
agents in Muskogee, Okla. 


Massachusetts Mutual Life 
S. Alberta Stuts- 
Man, assistant ad- 
vertising manager, 
has been promoted 
to advertising 
Manager, to suc- 
ceed Seneca M. 
Gamble, who has 
Tetired. Miss Stuts- 
man, a past presi- 
dent of the Spring- 
field CLU chapter, 
has been district 
Manager at Tra- 
verse City, Mich., 
and agency assistant and assistant ad- 
vertising manager at the home office. 
In Detroit, Miss Stutsman was presi- 
om of the Women’s Advertising Club 
42-44 and was active in the local 





S. Alberta Stutsman 





life underwriters association. At 
Springfield she is a director of the Ad- 
vertising Club and program chairman 
of the Zonta organization. In 1959-60 
she served as editor of the Life Insur- 
ance Advertisers Assn.’s monthly pub- 
lication. 


Phoenix Mutual Life 


A new agency at Stamford, Conn., 
and another at White Plains, N. Y., 
have been formed by splitting the 
Stamford agency. 

E. H. May, manager at Hartford, has 
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been promoted to consulting manager 
there. G. H. Jennings, manager at the 
old Stamford agency, has been named 
to succeed Mr. May. Mr. Jennings is a 
CLU. 

Gerald Kiviat, manager at George- 
town, Conn., has been appointed man- 
ager at Stamford. A. A. Mazzagatti, 
field supervisor, has been appointed to 
succeed Mr. Kiviat. 

W. F. Weinhardt, field supervisor, 
has been appointed manager at White 
Plains. 

H. E. Duesing, district group man- 
ager at Richmond, Va., has_ been 
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transferred to Philadelphia in the 
same capacity. 

P. W. Foraker, district group man- 
ager at Portland, Ore., has been ap- 


pointed to succeed Mr. Duesing. 


No. American Life, A&H 


Wayne Hobson, formerly’ with 
Franklin Life, and Charles T. Eu- 
banks, formerly with United National, 
have been named regional sales direc- 
tors at Des Moines and Dallas, respec- 
tively. 


Charles R. Wark, Flossmoor, I11., 








Report from Chicago... 
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Growth and progress . . . dramati- 
eally portrayed by The National 
Underwriter’s latest rankings of 
717companies—North American 
up 65 positions over the previous 
year! 

This is a typical North Ameri- 
ean action story—a continued 
story. For instance: this year 
North American’s Ordinary life 
sales (exclusive of group or re- 
insurance) were up 250% over 
the first four ‘months of 1959. 
At North American Total- 
Quality* has been fused with 
modern professionally tested 
total-merchandising. Together 
they command the authority 
that wins sales for North Ameri- 
can fieldmen. 

Whatever the aim may be in 
life—or A&H sales—The North 
American’s positive performance 
spells success! 

*Total-Quality is the mark of 
distinguished products by North 
American since 1886. 


gene 


tAuthority: 
The National 
Underwriter. 
Based on /17 
Companies 

Reporting 


<The 
RORTH AMPRICAN COnMPANy 


for LIFE, ACCIDENT AND HEALTH INSURANCE 


209 SOUTH LASALLE STREET + CHICAGO 4 « ILLINOIS 
Now over $700,000,000 in force 


Since 1886 


Operating in 48 states and District of Columbia 
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and Leonard H. Davis, Canton, IIL, 
have been named general agents, as 
have the following men in Florida: E. 
Dean Jarett and William G. Whitman, 
both of St. Petersburg; M. Robert Tav- 
lin, Opa Locka, and Gerald T. Simon, 
Coral Gables. 

Forming a partnership in the Mt. 
Vernon, Ill., area are General Agents 
Herbert E. Page and James W. Hines. 


Continental American Life 


J. M. Brown has been appointed 
general agent at New London, Conn. 


HteNATIONAL UNDERWRITER 


winning the president’s trophy, and is 
secretary of New London County Un- 
derwriters Assn. 


Republic National 
Thomas J. Callahan has been ap- 
pointed group representative at Pitts- 
burgh. 


MINISTERS LIFE & CASUALTY 
UNION, has appointed Rice F. Dugan 
regional secretary for Indiana. 


NORTH AMERICAN EQUITABLE 


at the Columbus home office agency. 
William R. Merrill, Lima, Raymond 
Johnson, Dayton, and Francis Broder- 
ick, Zanesville, have all been appointed 
general agents. 


CANADA LIFE has appointed Rudy 
T. Schlesinger Jr. brokerage supervis- 
or of the Nashem agency at New York, 
where he has been assistant general 
agent for Mutual Benefit Life. 


PACIFIC MUTUAL LIFE has es- 
tablished a new Detroit agency and 


He has been 


with Prudential there, 


has named John A. Aicholtz manager 


appointed Robert C. Dyni 


manager. 








At Kansas City Life and 
in his Community, the 


Agent is Key Man 





Mr. Ray Lowry, Springfield, Missouri . . . an 
outstanding representative of our Missouri 
State Agency .. . an outstanding example of 


our Key Men. 


Ray Lowry has been a Star Member of our 
top producer’s club since joining the company 
in 1946. Thirteen times he has received the 


National Quality Award, and he has qualified 





as a member of the Million Dollar Round 


Table. 


A term as president of Springfield Associa- 
tion of Life Underwriters and membership of 
the Board of Directors of the Springfield 
Junior Chamber of Commerce attest to the di- 


versity of his interests. 


An emergency appendectomy would consider- 
ably curtail most men’s activities—not so 
Ray Lowry, for despite his hospitalization on 
August 12, he wrote more than $500,000 in 
business with a premium of more than 
$13,000. This during August, 


business is written to honor President W. E. 


the month 


Bixby’s birthday. Ray was driven to his calls 
by his daughter Becky because his wife Nan 
was in the same hospital presenting him with 


a new daughter. 


Ray is a member of one of the “father and 
son” teams for which Kansas City Life is 
famous. His father, W. S. Lowry, has been 
with the Company since May 3, 1918, and has 
been a member of the top producer’s club ten 
times and has received the National Quality 


Award twelve times. 


The Company is very proud of Ray Lowry for 
he is a Key Man in his community as well as 


to Kansas City Life. 





KAN A COU UFR 


INSURANCE 


COMPANY 


HOME OFFICE / BROADWAY AT ARMOUR / KANSAS CITY, MISSOURI 
REPRESENTED IN 41 STATES AND THE DISTRICT OF COLUMBIA 
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Frederick H. Hummel has be 
named manager at Cleveland. 


United States Life 


Raymond H. 
Wertz has been 
appointed general 
agent at Detroit, 
where he has been 
general agent for 
Lincoln National 
Life. Before that 
he was with Reli- 
ance Life as man- 
ager for Iowa and 
Nebraska. He is 
a past chairman of i 
General Agents & 
Managers Confer- 
ence of MTALU. 


Banker Life, Neb. 


Two new general agents, Jack | 
Erickson and John B. Loveland, hay; 


Raymond H. Wer 








J. B. Loveland J. L. Erickson 


been named in the greater Chica 
area. 


VICTORY LIFE of Topeka has a. 
pointed Carl Lewis district manager a 
Fort Morgan, Colo. and Leslie E. My. 
les to a similar position at Tulsa. 





Joe Hunt Has Complaint 

One item among the many na 
from the offices of Commissioner Jr 
B. Hunt of Oklahoma that seems to lk 
of some real concern to the comnis- 
sioner is his argument that the state 
insurance board should be abolished] 
and that the commissioner should have 
the final say. 

Mr. Hunt, who is an elected official 
sits on the state insurance board with 
two appointees, Louis Woodruff ani 
Paul Ballinger. Nearly every vote 
comes out 2 to 1 against Mr. Hunt 
and he is contending vocally and by 
mail that this is not right. It definitely 








is not to his liking. He says that as a 
elected official he should either have 
more of a say or he should not k 
out-voted so often. 


Combined Has Good Nine Months 

Combined group of Chicago report 
net premium volume during the fits 
nine months amounted to $31,501,628 
a company record and representing # 
19.7% increase over the first thre 
quarters of 1959. 


General American Life’s Donald 3. 
Williams general agency at San Jos 
ranked first among the company’s tp 
10 agencies in individual life sold du- 
ing September. 


MANAGEMENT 
A CONSULTANTS 


— 

















O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenus 
QUEENS VILLAGE 29, NEW YORK 
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November 12, 1960 


Northwestern Mutual 
Willard L. Den- 
nison has been ap- 
inted an invest- 
ment researc h 
officer. He has 
peen associated 
with the company 
gs a securities de- 
ent specialist 

since November of 
last year. In his 
new post, Mr. Den- 
nison’s duties will 
include analyses 
of investments in 
public utilities and related fields. 





W. L. Dennison 


Equitable Society 
Kenneth E. Bageant, manager of the 
department, has been pro- 
moted to vice-president in charge of 
that department, to succeed Harold A. 
Spiller, who has retired after 39 years 








with the company. Mr. Bageant, after 
training in Spokane, was_ assistant 
cashier at Portland, Ore., Omaha, 
Phoenix and Louisville. In 1941 he 
was transferred in that capacity to the 
home office; later he was appointed 
manager of the cashiers’ division of the 
treasurer's department, retaining that 
tile when cashiers became a separate 
department. 

L. E. Long, associate director of 
agency administration, and Thornton 
Ellis, agency assistant, have been ap- 
pointed directors, respectively, of the 


‘| division of agents’ contracts and fi- 
‘| nancing and the division of adminis- 


trative services, both new divisions. 
J.B. Pierce has been named to assist 
Mr. Long and J. L. Spencer to assist 
Mr. Ellis. 


Ohio National Life 


Dr. H. H. Shook has retired as med- 
ical director, but will remain a direc- 
tor. He has been succeeded by Dr. 
James C. Lindner, who has been as- 
sociate medical director since 1957. 
Mr. Shook joined Ohio National in 1924 
as assistant medical director and was 
promoted to medical director in 1925. 


Occidental Of California 


Jorge Villasenor has been appointed 
sales promotion assistant. He was in 
sales promotion with Western & South- 
em at Los Angeles, and before that 
he was an actuarial assistant with 
Constitution Life. 





lonths 
reports 
he firs 
)1, 628- 
t three 








Union Mutual Life 


J. B. Barney has been appointed as- 
sociate counsel. He has been assistant 
Vice-president of Canal National Bank 
in Portland, Me. 


Praetorian Mutual 


The company has named James M. 
Whitehurst assistant agency director. 


Metropolitan Life 

Frank E. Jorgensen and Henry E. 
Mellin, 3rd vice-presidents, group in- 
surance, have been appointed vice- 
Presidents. Mr. Jorgensen became a 
group supervisor in 1929 and later was 
group regional manager for the Pacific 
Coast. Mr. Mellin joined the company 
in 1934, later becoming regional man- 
ager at ‘Atlanta. 

Jerome D. Doyle, assistant vice- 
President, has been named 3rd _ vice- 
President, group insurance. He has 
been with Metropolitan since 1913. 

Rexford W. McCurdy, executive as- 
sistant in field training, becomes as- 





Home Office Changes 


sistant vice-president, field training. 
He has been district manager at Aus- 
tin, Tex., and New Orleans. 


Mutual Trust Life 


The company has created a public 
relations department and named Vice- 
president John E. Clark director. John 
J. Callen is associate director and Miss 
Angela Tedesco is public relations as- 
sistant. 

Succeeding Mr. Callen as sales pro- 
motion manager is Raymond M. Prof- 
fitt. Other recent appointments in- 
clude Robert C. Crosby, director of 
education and training; Paul M. Han- 
son, director of field operations—east; 
Paul E. Osborne, director of field op- 
erations—west; and Ralph E. Wilson, 
director of agency administration. 


Lafayette Life 
H. Werner Teichert has been named 
actuary. He has been actuarial assist- 
ant with Security of Denver, assistant 


LIFE INSURANCE EDITION 





manager actuarial department with 
Independent Order of Foresters, and 
an actuarial trainee with London 
Life. Mr. Teichert is an associate of 
Society of Actuaries. 


NORTH AMERICAN EQUITABLE 
has named H. David Flickinger to the 
newly created post of director of agen- 
cy development. He has been staff 
manager for Prudential at Baltimore. 


ASSOCIATES LIFE of Indianapolis 
—Robert B. Gregg has been appointed 
to the newly created position of di- 
rector of special programs. 


AUTOMOTIVE LIFE of New Or- 
leans has appointed William E. Butler 
vice-president and actuary. Mr. Butler 
has been with Texas Reserve Life. 


APPALACHIAN NATIONAL LIFE 
has appointed C. W. Tarwater agency 
secretary. He was with Commonwealth 
Life and Volunteer State Life in Chat- 
tanooga. 


MIDWESTERN UNITED LIFE has 
named Roger Church director of the 
professional student division. 


Variable Annuity Life 
Appoints Blakeslee 


Administrative V-P 


Variable Annuity Life has appointed 
Arthur L. Blakeslee III to the position 
of vice-president 
in charge of ad- 
ministration. Mr. 
Blakeslee is a for- 
mer management 
consultant with 
Bowles, Andrews 
& Towne. He is a 
graduate of Har- 
vard College and 
Harvard graduate 
school of business 
administration. 


Intercoast Holds Ist Convention 

Intercoast Mutual Life held its first 
annual convention in Yosemite Park, 
Cal. The conference was preceded by 
a four month sales contest for field 
forces in Arizona, California, Hawaii, 
Nevada, Oregon and Utah. Seventy 
representatives and wives attended the 
three-day meeting. 





A. L. Blakeslee III 


























Sales Schools 


terials. 


The 


Between now and April, Lincoln Na- 
tional Life pension sales schools will 
be conducted by home office officials 
in 30 cities throughout the country. 
Twofold purpose: 
fresher course for all Lincoln Life 
agents interested in this profitable mar- 
ket, (2) Introduce and explain the 
Company’s new pension sales ma- 


Such activities and sales tools are 
another reason for our proud claim 
that LNL is geared to help its fieldmen. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY . 


Its Name Indicates Its Character 


Pension 


(1) Provide re- 


Fort Wayne, Indiana 
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FieNATIONAL UNDERWRITER 


Million Dollar CLU Drive Now Under Way 


(CONTINUED FROM PAGE 1) 
budgets, such as publication of new 
textbooks, research on the American 
family, a better program of continu- 
ing education.” 

“I’m also thinking,” said Mr. Zim- 
merman, “of the dream of Dr. Hueb- 
ner, Julian Myrick, Dr. Gregg and 
others, that within 10 years we may 
create at Bryn Mawr a resident grad- 
uate school for chartered life under- 
writers. For all this, of course, class- 


This plaque occupies a prominent place 
in the lobby of our new home office 
building. The idea for the plaque was 
conceived by a group of Provident 
fieldmen and presented to the entire 
field organization where it was unani- 
mously and enthusiastically approved. 


Individual contributions by fieldmen on 


room and dormitory facilities will be 
necessary.” 

Mr. Zimmerman also pointed out 
that some of the funds would be al- 
located to expand public relations ac- 
tivities ofboth the college and society 
to promote the CLU movement and 
gain greater prestige for CLUs. 

Mr. Andrews presided at a workshop 
session of the development council 
where materials and a blueprint for 
operating the drive were presented to 


the project. 


PROVIDENT 


LIFE AND ACCIDENT INSURANCE COMPANY 


CHATTANOOGA 


the group. W. Eugene Hays, general 
agent New England Life, Boston, set 
the stage by giving council members a 
rundown on the fund and then sum- 
marized the operational plans and ob- 
jectives for the drive. He wound up 
by saying: “I know you share with me 
the pride in being selected to have a 
pioneer’s part in this great movement, 
which will mean so much to the fu- 
ture of life underwriting. I am confi- 
dent that you will spearhead a suc- 
cessful CLU development fund pro- 
gram in your city.” 

Brochures, one 


entitled “Capital 





a voluntary basis covered the cost of 


We proudly show this plaque as one of 
the outstanding features of our build- 
ing. It represents a relationship which 
we value highly—a relationship which 
puts the ingredient of pleasure into the 


work of building a business. 


November 12, ]% 


Giving” and the other “CLU—Yeste. 
day, Today and Tomorrow,” both. spe. 
ially prepared for use in the driy 
were distributed to council membey 
Copies of these booklets will be give 
to every contributor by local tea 
lieutenants as the drive progresses, 
These fund-raising materials we, 
reviewed by Ben S. McGiveran of th 
Seefurth & McGiveran Consultj 
Services, Chicago; John O. T 
Northwestern Mutual, Chicago, dire, 
tor of Associated Consulting Service 
William R. Huey Jr. of Provident My. 
tual’s advanced selling department, , 
co-author of “Capital Giving,” ay 
James P. Poole, president of Estate 4 
Pension Planning Co. of Atlanta ay 
secretary of American Society. 


Can Wear ‘Golden Key’ 


Mr. Poole explained to the grow 
that those persons who pledge $1,0 
over a 10-year period are entitled t 
membership in the “Golden Key §. 
ciety,” whose members will receive ; 
golden key in the form of either a tie. 
clasp or lapel pin, and their name 
will be inscribed in the Golden Ky 
Book in the lobby of Huebner Hall. 

Mr. Poole introduced a panel made 
up of L. Kent Babcock Jr., Aetna Life 
Philadelphia; John V. Coe, Massachy. 
setts Mutual, Wichita, and Bernard q 
Zais, Connecticut Mutual, Burlington, 
Vt. The panelists, representing widely 
diverse chapters, told how _ they 
planned to handle the drive in thei 
communities. 

The meeting concluded with a brig 
talk by Lillian G. Hogue, New Yor 
Life, Detroit, president of American 
Society. 


‘Magnificently Conceived’ 


“The American College and the 
American Society stand shoulder ty 
shoulder in a magnificently conceived, 
far-reaching development effort for 
the benefit of CLUs everywhere,” she 
said. “This exciting project, which is 
certain to capture the imagination of 
all society members, is further evi- 
dence of what monumental thinker 
and workers are trying to accomplish 
in major areas of vast importance to 
CLUs.” 

The drive has been formally an- 
nounced to all CLUs, and member 
of the National Development Council 
now are organizing local teams to 
solicit contributions from CLUs ani 
friends of the CLU movement. 


Conducts Executive Seminar 

An agency executive seminar con- 
ducted by the reinsurance division of 
Republic National was attended by 19 
agency men from 10 states. Subjects 
covered were training plans, sale 
techniques, underwriting, financial 
planning and public relations. The 
agency executives were banquet guests 
of Theodore P. Beasley, president. 


Southland Life held an open hous 
in its recently: completed Dallas office. 
Of particular interest is the landscap- 
ing which consists of yuccas, Spanish 
dagger, dwarf yaupon, mountain laur- 
el, evergreen sumac and Confederate 
jasmine. 
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(CONTINUED FROM PAGE 8) 
tion accordingly. Most agents are paid 
m a fixed basis for the service per- 
formed. 

“This method of compensation would 
N Of thie adequate if all persons engaged in 
sulting insurance selling were required to 
_ iT show evidence of competence guaran- 
‘Hieed by the formulation of a code of 
ethics,” said Prof. Nichols. “But if we 
gntinue to pay the competent and in- 
competent insurance agents the same 
rate of compensation we may never 
gchieve a professional status. The 
goner we increase the number of 
qualified professional agents, the 
sooner we will achieve this objective.” 

3. Development of a sense of re- 
sponsibility for the technique that has 
peen developed so that the industry 
is concerned about the competence 
and honor of all practitioners. This 
means refraining from increasing pri- 
yate gains at the expense of the public 
good. There is need to weed out the 
Key weak, incompetent and undesirable in 
the field. Prof. Nichols foresees a two- 
fold division in the distribution of in- 
surance service to the public: (1) the 
professional agent, who follows the 
developed techniques by mastering the 
jnowledge required and (2) the in- 
surance salesman, who sells people 
they | what they want to buy. 

Loyalty Is To Principles 

“A professional group follows ac- 
cepted standards of the profession,” 
he pointed out. “Loyalty is to a body 
of principles, of ideals—to a special 
body of proved facts and the stand- 
ards arising therefrom. Today, when a 
professional life underwriter cannot 
reconcile his principles with the way 
his company conducts its business, the 
company treats this as a purely in- 
dividual matter. 

“If we were truly professionalized, 
the matter would be referred to the 
professional group, so that it could be 
tested against the accepted standards 
or methods of the profession. Further- 
more, professionalism imposes a duty 
upon the group to train the public by 
sticking to professional standards in- 
stead of merely giving the public what 
it wants. It also implies an extension 
of knowledge upon which that profes- 
sion is based. 

“The professional man knows what 
is acceptable to the world as it is, 
and therefore how much of the theo- 
retical possibilities can be put into 
'T effect, and in what manner.” 

4. Building up associations - upon 
which the practitioners erect the ma- 
chinery for imposing tests of com- 
petence and enforcing the observance 
of certain standards of conduct. 

“So far, the insurance industry has 
not met this final test,” said Prof. 
. Nichols. “Presently CPCU and CLU 
chapters have not ventured into the 
area of maintaining standards. This 
s coming and the development, I pre- 
dict, will be rapid. We have achieved 
the main objective—that of develop- 
Ing adequate testing facilities through 
the examination procedure. Many of 
Us may feel that perhaps the examina- 
tions are too rigid and call for more 
r knowledge than we may think neces- 

sary, 
) Desire To Associate Is Vital 


“We do possess an important attri- 
bute that must be given a direetive. 
lat is the desire to associate, and the 
ability to do so which is one of the 
Y, Prerequisites of professionalism. When 
men cannot associate they are not 
free. When they do not wish to as- 
sociate for common ends, they have 
no living purpose. Free fellowship is 


ceive a 
r a tie. 
names 
en 
‘all, 


XUM 


LIFE INSURANCE EDITION 


Suggests Six New Ways To Attract Buyer 


evidence of vitality and freedom.” 

As to how to achieve the comple- 
tion of professional status, Prof. 
Nichols mentioned three possible ways 
—legal, educational and economic— 
and said he preferred the education 
approach, through the establishment 
of professional insurance curricula at 
the various colleges. He believes pro- 
fessional associations should not es- 
tablish and conduct professional 
schools. 


Testing Precedes Training 


“Testing comes before training,” he 
said, “because the authorities that test 
dictate the amount and kind of train- 
ing. The system of testing is more 
complete than that of training. This 
we have accomplished. Now we must 
continue to improve the training and 
knowledge required to perfect the 
technique that is required of a pro- 
fessional man. 

“The aim of our professional train- 
ing now is to improve the professional 
efficiency of the practitioners by em- 
phasizing a general education that dis- 


WALTER CRONKITE 


REPORTING 


AISTORY BEFORE IT 
HAPPENS-THAT’S THE 
BIG, EXCITING THEME 
OF “THE TWENTIETH 
CENTURY"@ @@e@ 




















Anywhere-in-the-world, from your own 
back yard to Bombay... from beneath the 
sea to beyond the sky—that’s where ‘‘The 
Twentieth Century” takes you each Sunday 
—as The Prudential brings you such fasci- 
nating, entertaining new programs as: 

SUB - KILLERS —You’re aboard the U.S. 
Submarine that sets out to “destroy” an 
American carrier in an exciting account of 
the new underwater warfare. First-hand 
report on how the U.S. plans to combat 
nuclear submarines. 

THE VIOLENT WORLD OF SAM HUFF— 
Sam Huff, the big man of the N.Y. Giants, 
wired for sound to give you the big story of 
Pro-Football today. The age of specialization 
in football, as seen through the eyes of 
Sam Huff, . 
TROUBLED PARADISE — Sweden has the 
highest standard of living in Europe. 
Poverty, hardship and unemployment are 
unheard of but the suicide rate is the highest 
in the world. See the provocative story of 
Sweden — country of contrasts, 

CITY UNDER THE ICE— nerve center for 
our missile warning activities. Go with U.S. 
Army Engineers to Camp Century—the city 
under the ice in Greenland—the city that 
may teach men how to live on the moon. 
Don’t miss these and other significant, dra- 
-matic stories of the Twentieth Century — 
TRAFFIC JAM UPSTAIRS, THE WHITE HOUSE 
STORY, FRANCE’S ANGRY YOUNG MEN, THE 
COLLEGE PANIC. See Prudential’s Emmy 
Award winning series Sunday evenings on 
CBS- TV. 


THE PRUDENTIAL 


INSURANCE COMPANY OF AMERICA 












































courages early specialization. This goal 
must be pursued with all intensity. 
The professional association must use 
effective sanctions to uphold the ef- 
ficiency and integrity of the profes- 
sional man. This we must do through 
the CPCU and CLU chapters.” 


Should Be Restricted 


Entrance into the profession, said 
Prof. Nichols, should be limited to 
competent individuals, so as to pre- 
serve a private market and permit 
the enforcement of discipline. 

Establishment of a code of ethics 
is necessary. The professional associa- 
tion would establish standards, main- 
tain standards, improve standards, 
keep members up to the _ standards, 
educate the public to appreciaie stand- 
ards, protect the public from those 
individuals who have not attained 
standards or have decided not to fol- 
low them, and protect individual mem- 
bers of the profession from each other. 

Having achieved these objectives, 
the group would provide an oppor- 
tunity for every individual to develop 
through the better organization of hu- 
man relations. Professional pride would 
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be substituted for business pride. 

“We should be able to avoid the 
criticism of being men who are outer- 
directed as if by radar,” said Prof. 
Nichols. “We will not keep our anten- 
nae tuned to the attitudes and re- 
actions of others to us, but become 
leaders of society. Our shift will be 
back from morale to morals and from 
dependence on one’s peer group to 
self-reliance. We will work for profit, 
for service, for our own development, 
for the love of creating something.” 


Ohio Blue Cross In Court 


To Obtain Rate Increase 
Hospital Care Corp., the Blue Cross 
plan for 15 southwestern Ohio counties, 
has appealed to Franklin County com- 
mon pleas court to obtain a 28% rate 
increase. Judge Holden is considering 
the appeal. The court granted a 19.5% 
hike in September, after Ohio Super- 
intendent Stowell said he would not 
agree to the 28% request. Counsel for 
Blue Cross said that part of the dif- 
ference is needed to cut the cost dif- 
ference between ward and semi-pri- 
vate or private rooms by a contract 
change approved three months ago. 
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Scores Fraternal Exemption From Licensing Requirements 


(CONTINUED FROM PAGE 2) 
realization of our responsibility to the 
public.” 

Mr. McCarty concluded his talk by 
saying: “You have been gocd enough 
to listen to me while I have touched on 
some of the philosophy of the New 
York State Assn. of Life Underwriters 
on term insurance, replacement of old 
life insurance policies with new, and 
licensing by examination of those who 
hold themselves out to have knowledge 


in this field. Either despite it or be- 
cause of it, we think the industry, as 
a whole, is beginning to give it some 
attention. I hope you will join us in 
our endeavors, leading us when we 
falter and following us when you share 
our convictions. We should like to think 
of ourselves as helping to contribute 
to the answers rather than helping to 
create the problems.” 

Earlier in his address Mr. McCarty 
said “we have come to recognize sav- 
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*‘Following the Hounds”’ 


Prior to the Revolution, George Washington, a superb horseman, par- 
ticipated frequently in his favorite sports, fishing and fox hunting for 
which he and his neighbors “followed the hounds” near his Mt. Vernon 


estate. 


This reproduction is one in a series of eleven original oil 

paintings by Walter Haskell Hinton which portray 
little-known events in the life of our Country’s first 
president, George Washington. 
A booklet containing full-color reproduction of all 
eleven paintings is available upon request. In addi- 
tion, we hope you will visit us and view the original 
paintings which hang in our Home Office Gallery. 
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ings bank life insurance as another 
method of marketing life insurance to 
the people of New York state. We con- 
sider your operation as another life 
insurance company and welcome your 
representatives as associate members 
and invite them to share in our edu- 
cational seminars.” 


Council Appreciates Cooperation 


In introducing Mr. McCarty, Pres- 
ident F. Harry Richard of the council 
expressed its appreciation at being 
permitted to join in the training schools 
conducted by the life underwriters as- 
sociation to prepare candidates for the 
insurance department examinations. 

Discussing the uses and dangers of 
term insurance, Mr. McCarty pointed 
out that term has a definite place and 
in many situations should be recom- 
mended to a client, but he warned that 
term policies do not provide the long- 
range benefits and flexibility that reg- 
ular, ordinary life insurance does. An 
effort should be made to let the buyer 
choose his insurance plan after the 


costliness of term insurance is pointed 





























Nek. JOE SALESMAN’S GIRL-FRIDAY 


“It’s not my fault he lost another hot prospect because his 


competitor has Anico’s line 


unique specials!” 


— ‘ ) 
J, KZ, 
Fa Woe COD 


ANICO SALES LEADERS 
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out to him. Mr. McCarty asked tyffor an acco’ 
banking group, “Have you ever thougyfarfive-yea 
of term life insurance as being somapheir ordin 
what like a scaffolding used to eregtficies issued 
new building? It protects the edifiafof the same 
until it is taken down; but the pekame lenstl 
measure of its usefulness is what \f “We sot 
left after the scaffolding is taken awafsx compan 

“TI wish I could be as confident aooyik renewabl 
the real worth of what is underneggfcomparison, 
many term policies. In all instances jffe eived all 
is temporary protection; and expensiymigures vary 
to maintain beyond a short period gill showed 
time. It only takes a few hours to byjjgexceeded th 
a structure of 10 stories high out gfA typical re 
scaffolding. It looks very impressive, agued at age 
though a lot had been accomplishgfge 65 for t 
But a trained architect, like a trainggterm premit 
life insurance person looking at a temfinary life 
plan, knows it is full of holes and yj 194 cheape! 
not last very long.” ued on the 

Mr. McCarty told the bank group thgjowned for t! 
when a prospect for life insurance y,fdoes not ta 
derstands the cost of term insurang value nor 1 
he will prefer to buy something cheap fordinary lif 
er, like ordinary life. “To those 

To emphasize his point, he reportgfthink that a 
on the research project the state jjgand that the 
underwriters association engaged jgcst by getti 
two years ago, when it wrote 12 lifginsurance In 


insurance companies and asked thenfte told that 
just 10 year 
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of competitive policies and ; 
OPENINGS EVERYWHERE IN 
TERRITORY FOR REPRESENTATIVES, . 
BROKERS AND SPECIAL BROKERS he 


Econ-0-Master Family Policy 
Econ-0-Parent & Children Plan 
Ladies Special Policy 
Preferred Premium Life 
$25,000 Executive Special 
Gtd. Renewable A& Hand H&S 
Policies 
Non-Medical to Age 45 
Annuity Conversion Rider (free) 
Equity Builder Policy for Pension 
and Profit-Sharing Plans 
(Ask about other specials) 





prompt attention and answer. For in- 
formation address: 
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ked. thdtor an accounting history of their regu- 
 thouspfar five-year renewable term policy and 
Z somapheir ordinary life policy—both pol- 
) ereet spicies issued the same year on two men 
> ediffef the Same age and continued for the 
the came length of time. 
what j “We got the historical records from 
2T. away ix companies—the others did not issue 
nt aogufa renewable term policy to use as a 
dernessfamparison,” he recalled. “The replies 
ances, ie eived all proved the same point with 
x pensiniigures varying among companies. They 
eriod gl showed the total term premiums 
to buil xceeded the ordinary life premiums. 
1 out gi typical record is a $1,000 policy is- 
ssive, agued at age 23 and carried through to 
rplishefege 65 for the years 1915 to 1957. The 
+ traingfterm premiums were $754 and the or- 
t a tempdinary life premiums were $560, or 
and wigs!94 cheaper in the same company, is- 
sued on the men of the same age, and 
‘oup the! pwned for the same years. This figure 
nce ypfdoes not take into account any cash 
surangfvalue nor the right to continue the 
& cheap. ordinary life policy. 

“To those prospective buyers who 
reported} think that a 42-year span:‘is too long 
tate gand that they are going to escape this 
aged jpcost by getting off this expensive term 
» 12 lifeg insurance in a few years, they should 
ed thengte told that if they stay in this plan 
just 10 years from age 35 to 45, the 
amount of money they leave behind 
for $1,000 of protection amounts to $60 
inthe term plan and $1.68 in the or- 
dinary life plan. If they think they 
can make this amount of money by 
investing the difference between the 
two premiums and compound it at in- 
terest, we recommend that you sit 
down with the figures worked out by 
a actuary such as found in the book 
written by M. Albert Linton, “How 
life Insurance Can Serve You,” and 
have an educational half-hour with 
your customer.” 

On the subject of replacement of one 
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life insurance contract for another, Mr. 
McCarty told the council that quite 
often the policyholder is merely chang- 
ing one package for another which 
contains the same benefits and that in 
other cases the client is just sold a bill 
of goods. 

“We of the state life underwriters 
are concerned with the self-appointed 
experts who read one or two books on 
life insurance or even investments and 
go about their daily practice of tearing 
down life insurance plans that have 





Meetings On Legislation 
Set By Cal. Life Agents 


Legislation to be proposed by Cal- 
ifornia Assn. of Life Underwriters at 
the 1961 session of the legislature will 
be discussed next month when local 
life association presidents and legisla- 
tive chairmen meet at legislative 
workshops. 

Northern and central California life 
agents will meet in San Francisco, 
Nov. 15, and southern California lead- 
ers will gather in Pasadena, Nov. 17. 
In addition to a full discussion of the 
state association’s legislative package, 
half the day will be spent develop- 
ing local “grass roots” plans to be im- 
plemented during the six-month ses- 
sion opening Jan. 2. 

In addition to the association’s leg- 
islative leaders, a number of legisla- 
tors and legislative advocates from 
outside the insurance industry will 
participate in the programs. The Hil- 
ton Inn at San Francisco International 
Airport will be the scene of the first 
meeting. The Southern California ses- 
sion will be held at Eaton’s Hotel. 

Manhattan Life has been licensed 
in New Hampshire. 





been in existence a long time,” he said. 
“The substitution of a life insurance 
policy for a new one of modern date 
or type is rarely, if ever, to the ad- 
vantage of the policy-owner. Half- 
spoken truths, popular-phrased cliches 
and other forms of shoddy thinking 
have confused many of our insureds, 
and perhaps some of yours, to the 
end that they have either surrendered 
their old policies or made maximum 
loans against them which jeopardized 
their long-range original plans.” 

In warning that a person should 
carefully consider his act and com- 
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pletely examine not only what he is 
getting but what he is giving up in the 
exchange of policies, Mr. McCarty said 
the public must be made aware, by 
savings bankers as well as insurance 
agents, that every time it swaps pol- 
icies it involves paying initial admin- 
istration charges once again to the 
detriment of the policyholder. 


Agent In Albany 


Besides being managing director of 
the state association, Mr. McCarty is 
an agent in Albany for Provident Mu- 
tual Life. 





RATE-PER-THOUSAND ON 
POLICIES OF 10,000 AND! OVER 








A SYMBOL OF SECURITY 


The Statue of Liberty is an important sym- 
bol to all Americans because it repre- 
sents the freedom which is the foundation 
of our way of life. Our Company is proud 
to use it as its trademark. 























Men to remain free must provide security 


e 4.00% discount on premiums 
paid in advance 

Special excess interest dividend 
on qualified Pension Trust plans. 


the protection of policyowners. Perhaps 
this financial strength is one of the reasons 
why more and more people each year 
buy their life insurance from Liberty Na- 
tional. 


for themselves and their families and most ' ‘ ; ‘ 

American families have found life insur- New High Interest Rates Quantity Discount 
ance to be the best way to provide this ae ° . F 

security. e 3.5% on accumulated dividends ° e With a lower premium per 
. : ; e 3.5% on supplementary con- : $1,000 when the face amount is 
liberty National Life Insurance Company tracts not involving a lifetime ° $10,000 or more— 

is providing a large measure of security period : @ An. even greater reduction on 
for many families. Over a quarter of a @ 3.75% on Pension Trust Auxil- 4 policies for $25,000 or more. 
billion dollars is held by the Company for iary funds . 







Progressive brokers look to Guardian for leadership. Ask your 
Guardian manager about the many “Guardian PLUSSES” for 
your clients—and you!! 


. 






Frank P. Samford, President 
HOME OFFICE: Birmingham, Ala. 


The GUARDIAN Life insurance Company OF AMERICA 





Park Avenue South at 17th Street, New York 3, N. Y. 
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FteNATIONAL UNDERWRITER 


Urges Careful Planning For All Lines 


(CONTINUED FROM PAGE 9) 

the tremendous prestige and general 
good will enjoyed by life companies, 
Mr. Smith noted. Life companies have 
buiit financial solvency, and their main 
strength lies in the fact that the re- 
serve tables automatically have pro- 
duced a strong financial structure and 
automatic rate regulation. Public re- 
lations of life companies are good be- 
cause they have performed on a sound 
financial basis. 

The prospecte for “vertical” growth 


by all parts of the business are bound- 
less, Mr. Smith continued. Abandon- 
ment of the concept of specialization 
is fraught with as many complications 
in insurance as it would be in med- 
icine. If every doctor was required by 
law or circumstances or pressure of 
competition to handle every kind of 
ailment or surgical operation, progress 
in medicine and surgery would be 
questionable. 

There is another angle of the con- 
cept of “insurance against everything,” 











“| agree North American Reassurance 
is quite a help, Howard, but isn’t that 
a big statement?” 

“Well, remember when their field rep- 
resentative was here last week? He 
gave us the dope in a hurry on how to 
solve those three problem cases last 
month. So happened we retained two 
cases ourselves and ceded one to them.” 

“Hmmm, that’s true... and their help 
is fast. Why, | phoned them about a 
highly rated case one morning last week 
and their decision was on my desk when 
! got back from lunch!” 

“And since you mentioned substand- 
ard, how about the way North American 
Re will accept facultative cases rated up 
to 1000%? How about the applications 
we had to turn down that they've re- 
vived for us?” 


Our background in life reinsurance exclusively 
helps underwriters and other life company executives 


solve problems over a broad range. For two 
of this background, send now for your copy 
“Economic Hesitation in Life Underwriting,” 


John R. Ward of North American Re—and your copy of ‘Reinsurance 
Exciusively,’’ which outlines our many services. Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 
Regional Offices 
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1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif, 


Reinsurance Exclusively 
ACCIDENT & SICKNESS «¢ 


“Ted, having our 
reinsurer is like 
having two more 
top underwriters, 
at no cost!” 


“Now there’s a service that’s really 
had an effect on the agency force!” 

“Not to mention their advice on the 
recent revisions of our non-medical 
limits and medical requirements . . . and 
all those special medical studies they 
publish, and...” 


“lm convinced — 
except it may be 
three underwriters 
instead of two!” 


good samples 
of 
by Vice President 


Michigan Ave., Chicago 1, Ill, 
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and that is the age-long battle between 
the socialistic state and the private en- 
terprise system. The political strength 
of the institution of insurance lies in 
the existence in all parts of the country 
of a great number of relatively small 
companies. Any movement which will 
impair the ability of small hardworking 
institutions to survive is dangerous. 
When only a large institution can per- 
form the services required, the busi- 
ness becomes an easy target for those 
who think that the government should 
do the planning for it, keep the money 
and take over the companies. 


Calls For Planning 


Before the business ventures very 
far into the realm of a policy that in- 
sures against everything, or a single 
insurer for all the hazards of life and 
property, there should be a program of 
fundamental safeguards to protect the 
policyholders in any category against 
financial instability, Mr. Smith de- 
clared. That will require a combination 
of ethical codes, statutory financial, 
reserve and reporting methods, and 
beyond all, the formulation of plans for 
scientific rate-making which will in- 
‘volve principles the life business now 
has—a built-in structure of financial 
stability which has come from the use 
of mortality and reserve tables. If this 
is not done, the movement that is now 
on the threshhold will result in mis- 
takes and misfortunes which will 
plague the business and may destroy 
it over the years. 

Mr. Smith deplored the lack of an 
organization representing the entire in- 
surance business through which it 
could plan ahead for the impact of 
major changes in approach to the mar- 
ket. If there is no organized planning 
before integration becomes the rule of 
the day, the business will go through a 
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period of readjustment that will 
dangerous, wasteful and damaging, 
forts should be made to avoid 
damage rather than repair it afte 
occurs, Mr. Smith concluded. 


General Insurance 
Terminology Committee 


Sets First Meeting 
Complete membership of the & 


mittee on general insurance term) 


ology has been announced by Ralph 
Blanchard, chairman. The co 
is one of several under the commisg 
on insurance terminology of Ameri 


mit 


Assn. of University Teachers of Ing) 


ance, which is working on standard 
tion of insurance terminology. 


Members Named 


Members of the committee, wh 
will hold its first meeting on Noy, | 
in New York City, are Edison 
Bowers, Ohio State; Clayton G. } 
Cleveland agent; Albert I. Herma 


Institute of Life Insurance; C. Wrigi 


Hoffman, University of Pennsylvan; 


Daniel P. Kedzie, American Colle 


Donald L. MacDonald, University , 
Michigan; Charles H. Martin, Amerig 
Cyanamid; Milton W. Mays, Ameri 
Fore Loyalty; James C. O’Connor, 
tional Underwriter Co.; Barclay Sh: 
National Assn. of Insurance Broker 
William H. Wandel, Nationwide 
tual; C. Arthur Williams Jr., Univers 
ty of Minnesota, and William N. Woy 
land, Mutual Fire Assn. of New Ey 
land. 

Ex-officio members of the comni 
tee are William T. Beadles, Illini 
Wesleyan, editor Journal of Insurany 
and Davis W. Gregg, president Ame 
ican College, chairman commission 
terminology. 





= | — 
THE TRUE STANDARD OF Mg oa 
FINE INNKEEPING tbs. 
IS PROUDLY DISPLAYED AT | If h ¢ 
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DINKLER 


HOTELS 


Carling Dinkler, 
President 
Carling Dinkler, Jr., 
Exec. V.P. 


IN ATLANTA 
Dinkler Plaza 
e 
IN BIRMINGHAM 
Dinkler - Tutwiler 
e 
IN MONTGOMERY 
Dinkler-Jefferson Davis 
Pg 
IN NASHVILLE 
Dinkler- Andrew Jackson 
e 


There’s a Dinkler Motor Inn 


IN ATLANTA 
The Belvedere ™ ‘ce Rink 
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NAIC Agenda For 
Wy, Y.C. Is Announced 


(CONTINUED FROM PAGE 1) 
of state insurance laws, Pearson of West 
virginia. 
























Tuesday, November 29 


g-10:15 a.m.: Examinations committee, Sulli- 
yan of Washington—Examinations manual re- 
vision subcommittee repert; uniform examina- 
tin program for employe welfare funds sub- 
committee report; proposed amendment to 
NAIC by-laws. , 

9-10:15: Insurance on installment sales and 
joans committee, Larson of Florida—Insurance 
prob:ems in connection w:th installment sales 
§ and loans subcommittee report; credit life and 
credit A&H model bill legislation subcommit- 
tee report. : 
10:30-12: First plenary session, 
Colorado presiding. 

9:30-3:39 p m.: Non-profit hospital and medi- 
cal service associations committee, Smith of 
Pennsylvania—Problems of reimbursement 
formula between hospitals and service associa- 
tions subcommittee report; subcommittee to 
M@study greater standardization of Blue Cross- 
Blue Shield regulations report; un‘form in- 
dividual A&S policy law-other insurance 
provisions and overlapping benefits; standardi- 
ution of benefits between states (Mississippi). 
3:30-4:30: Blanks comm‘ttee; Howell of New 
Jesey—New form of statement for hospital, 
medical and dental service or indemnity cor- 
porations. 

3:30-4:30: Laws and legislation committee, 
Gerber of Illinois—Organization, ownership 


Beery of 


oF W ight 
nsylvani 
1 Collegd 
versity , 
Ame icy 


’ TCT iC 


“* — and certification of insurance laws subcom- 
ay shi mittee report; subcommittee to study and re- 
- Broker view state insurance laws report; compilation 
wide Mug of NAIC model bills as a legislative guide or 
Univers aid (executive committee). 
N. Woo Wednesday, November 30 
New Eng 
9-10:15 a.m.: Accident and health committee, 
.E Cravey of Georgia—Regulation of advertising 
> COMMIF subcommittee report; subcommittee to study 
S, Illini rentals paid at terminals by insurance com- 
[Insurance panies report; elimination of speculation in 
multiple hospital coverage (Georgia); defini- 
nt Ame tion of guaranteed renewable (Wisconsin). 
nission wm 9-10:15: Unauthorized insurance committee, 
Magnusson of Minnesota—Model non-admitted 
— 
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insurance act (third revision). 

10:30-12: Federal liaison committee, McCon- 
nell of California—Report on conference with 
U. S. Secretary of Defense; report on con- 
ference with Federal Trade Commission; re- 
port on conference with U. S. Department of 
Health, Education and Welfare. 

10:30-12: Life Insurance committee, Leggett 
of Missouri—Variable annuities and pension 
plan funding subcommittee report; subcom- 
mittee to study use and application of mini- 
mum group life insurance rates under state 
law report; industrial mortality table study 
subcommittee report; study of jumbo group 
life insurance; cost plus-stop loss-no claim 
reserve group insurance (Connecticut). 

1:30-2:45 p.m.: Preservation of state regula- 
tion committee, Knowlton of New Hamsphire, 
and federal liaison committee, joint meeting— 
review of status of Senate investigation; con- 
sideration of future activities. 

2:45-3:45: Zone 6 meeting, Sullivan of Wash- 
ington 

2:45-4:45: Valuation of securities committee, 
Thacher of New York—Valuation of securities 
subcommittee report. 


Thursday, December 1 


9-10:15 a.m.: Executive committee, Hayes of 
Louisiana—Report of special meeting 10/10/60; 
subcommittee to study future sites for NAIC 
meetings report; subcommittee to study oper- 
ations and financing of executive secretary’s 
office report; subcommittee to study the 
advisability of a nominating committee for 
nominating candidates for NAIC offices report; 
subcommittee to study the Pansing and Binn- 
ing memorandum report; blanks committee 
report; preservation of state regulation com- 
mittee report; executive secretary’s report. 

2:30-4:30 p.m.: Second plenary session, Beery 
of Colorado presiding. 


Friday, December 2 


9:30-11:30 a.m.: Third plenary session, Beery 
of Colorado presiding. 


Continental Assur. Extra 

An extra dividend of 20 cents has 
been declarea by directors of Contin- 
ental Assurance in addition to the 


regular quarterly dividend of 25 cents. 
The stockholders will receive their 45 
cents per share Dec. 15 to stock of 
record Dec. 1. 


Jacobsson And Rusk 
To Address Institute 


(CONTINUED FROM PAGE 1) 
speaker, devoting a full hour to a dis- 
cussion of enriching and prolonging 
human life values. The subtitle of his 
talk is “We Have Added Years to Life 
—Now We Must Add Life to Years.” 
He will discuss the problems of both 
the aged and persons in need of re- 
habilitation. 


Former Practicing Physician 


Dr. Rusk is a former practicing phy- 
sician, having worked six years in St. 
Louis in internal medicine before be- 
coming a colonel in the army medi- 
cal corps, for which he originated and 
directed the air force convalescent-re- 
habilitation training program. Since 
then he has become one of the world’s 
leading authorities on rehabilitation 
work. He is chairman of the depart- 
ment of physical medicine and reha- 
bilitation of New York University- 
Bellevue Medical Center, consultant 
on rehabilitation to the United Na- 
tions, New York City department of 
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hospitals, the Veterans Administration 
and many other organizations. He is 
prominent as an author and speaker 
and is the winner of many awards in 
the health field. 

Mr. Jacobsson, who will be the 
luncheon speaker, is a world authority 
on money and finance. An eminent 
Swedish banker and economist, he has 
spent nearly all his adult years en- 
deavoring to rebuild currencies de- 
moralized by two world wars. He was 
on the staff of the League of Nations 
in the 1920s, in charge of reconstruc- 
tion work in Austria, Bulgaria, Hun- 
gary, Danzig and Greece. 

Following a brief return to Swedish 
financial affairs, the joined the Bank 
of International Settlements in Basle 
in 1930, remaining there for 25 years. 
His work covered troubled financial 
affairs in many countries. In 1956 he 
became managing director and chair- 
man of the International Monetary 
Fund, Washington, D. C. He has writ- 
ten a number of books in the fields of 
economics and fiction. 

Benjamin Shuster has been appoint- 
ed supervisor of the Rentner agency 
in New York City. 
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On the door of a building or on the hasp 
of a little metal box, the lock performs 
only one function— PROTECTION! 

Another form of PROTECTION is pro- 
vided by a Disability Income Policy. Here 
is protection against loss of income during 
a period of disability due to accident or 
sickness. It is the keystone of every well- 
balanced insurance program ... for when 
income is lost the acquisitions of years soon must follow. 

Each prospect for Disability Income Insurance presents a different 
challenge. Some may require Guaranteed Renewable contracts; 
others may be over the general acceptance age. Still others may 
have been labeled “uninsurable”. No matter what the picture, 
you can be sure that at least one policy in the vast Disability 
Income portfolio (individual and group) from American Casualty 
will fill the bill. Convince yourself—send for complete details 
—NOW! 











AMERICAN CASUALTY 


[<i = 1at- Vakodalt- Vale Mt—1-1a Alot mi Ohad lol -t- im Orel-t_) ah cell Orel - 1-3 


Home Office—Reading, Pennsylvania « Since 1902 

















CASUALTY ¢ SURETY « PROPERTY e HEALTH 
AMERICAN CASUALTY CO., READING, PA. 
Send details of your Disability Income Portfolio. 4 
Name 
Address. 
City. Zone State E 
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Met Life House Organ 
Partisan On Election? 
Not With Second Look 


Anyone picking up last week’s elec- 
tion supplement issue of Metropolitan 
Life’s Home Office, a magazine for 
home office employes, at first glance 
might have been taken aback by a 
cover that seemed to suggest the 
publication was sponsoring the candi- 
dacy of Sen. John F. Kennedy for the 
Presidency of the United States. Like- 
wise, and under what could be called 
“reverse circumstances,” a Kennedy 
partisan might momentarily have felt 
that the largest insurance company in 
America was stumping for Vice-Pres- 
ident Richard M. Nixon. 

In effect, Metropolitan, through its 
house organ, was sponsoring neither 
candidate. Actually the election extra 
was a split issue with two front cov- 
ers, one in its usual position and the 
others where the back cover of a mag- 
azine is customarily found. One cover 
featured Dan Allen, member of the 
law division, and a poster of Sen Ken- 
nedy. The other included a picture of 
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Bernie Hendricksen, territorial field 
correspondent, and a poster of Vice- 
President Nixon. Both Metropolitan 
employes are active in politics. Mr. 
Allen, a Democrat, does his party 
politicking in Englewood, N. J., while 
Mr. Hendricksen operates in Franklin 
Township, N. J. 

To preserve the non-partisan flavor 
of the election extra, articles inside 
the issue gave equal coverage to 
Messrs. Allen and Hendricksen and 
their work on behalf of their respec- 
tive parties. 

The special “reverse” format of the 
issue, by the way, made it impossible 
to tell which cover was the front and 
which the back. 


Western Lite’s Sales Up 

Western Life of St. Paul reports that 
paid business for the first nine months 
was 32.5% ahead of the same period 
a year ago. This figure represents an 
increase of over $20 million of paid 
volume for the three-quarter period. 
More than $12 million of new business 
was written during September, this 
being almost $1 million ahead of Sep- 
tember, 1959. 


“EXCELLENT MOVE DAVIS!” 








“Smart of you to choose Life & Casualty of Tennessee 


for that reinsurance connection, Davis.”’ 


Thank you, sir. But since L & C has no restric- 


tions on recapture, low rates, and less than 24 hours ser- 


(pule 


Jim Rundle, 
Vice-President, 
Reinsurance Division 





vice in the entire southeast,* there was really no choice.”’ 











Ceunse! and Technical Assistance offered new companies. 


Skutt Sees Scant 
Probability Of U.S. 
Taking Over A&S Field 


There is little probability of the fed- 
eral government taking over’ the 
health insurance field, V. J. Skutt, 
president Mutual of Omaha, said at 
the dedication of the company’s new 
Milwaukee office building. Mr. Skutt 
declared that if the government will 
just permit private industry time, the 
need for governmental assistance will 
be small. Mr. Skutt was assisted at the 
dedication by N. Murray Longworth, 
president 
company will share space with Mutual 
of Omaha. 

Mr. Skutt urged that any govern- 
mental assistance in health insurance 
for the aged who cannot afford private 
programs be made a part of the re- 
cently enacted federal legislation. He 
termed this a good law, administered 
on a local level and not a case where 
checks are mailed to persons by the 
government whether they are needed 
or not. 

He noted that all the publicity about 


schedule. 
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whether the government should e 
the field of health insurance has he 
to boost sales in the industry. Pe 
have grown more aware of the y 
for this type of insurance and g 
have been increasing at a rate 
four times the population growt 

The new division office is part of 
expansion program that has opened 
new sales offices in the Milwauk 





area in the last six months. That de 
es pends o 
C rou wa 
Set Hearing On Blue Cross  *) tne: 
Rates In Watertown, N. Y, & others y 
‘ A public hearing will be held Ng plishme 
United of Omaha, whose 22 on the application of Waterto So, ask 
N.Y., Blue Cross for rate  increag 
ranging from 55.27% to 66%. Den Canl 
Superintendent Samuel C. Cantor 
New York will preside. i pro: 
The filing seeks to include covera fro} 
of children from day of birth, and abil 
increase maternity benefits from ¢ tion 
to $120, and partial benefit days’ q the 
lowances from $6 to $10. ; 
The rate increase would be effectim -_— 
Jan. 1 on group and direct pay cm 
tracts both for individual and fami Can | 
coverage. tell 
—al 
ee ee ne ee ee eon 
mer 
feat 
men 
—t 
sett 
and 
mel 
futu 
and 
Can | 
enje 
and 
com 
selv 
Can I i 
desi 
moni 
most 
Tomorrow is more than a shortcut away If you cz 
answers | 
Toa small boy late for dinner, lack of planning may not be too serious. then the 
His goal is only a familiar shortcut away. But mature goals require “How Mt 
careful planning to insure that objectives come through .. . right on you have 
Contract 
Through “Asset Analysis” a Connecticut General man can help you 
see what any responsible man needs to know today. First, where you Highes 
stand. Second, where you’re going. Here’s how he can help you: fee in { 
(1) He provides you with an objective analysis of everything you equatel 
own. (2) He shows you how your present assets can work to bring you career 
toward your future goal. (3) He works out a practical timetable for ly vest: 
achieving it. (4) He conducts periodic reviews to make certain that years— 
changes in assets or objectives are taken into account. (For example, minsion 
predictable factors that cause unnecessary estate shrinkage can be par pe 
clearly pointed up for consideration by an attorney.) office 
Insurance? The Connecticut General man recommends it only when sear 
it’s obviously needed. With your own “Asset Analysis” you’ll know , 7 
exactly where you stand—and where you’re going. See a Connecticut il 


General man soon. You’ll never regret the time he spends with you. 
Connecticut General Life Insurance Company, Hartford. 





One ofa series of ads running in Time, Sports Illustrated, Harper’s and 
Atlantic. 13,000,000 regular readers will be seeing these ads this fall. 











CONNECTICUT GENERAL 
| Health 


Life | Accident | Group Insurance | Pension Plans cS 
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Marquez Heads All 


HOW \1Gl@3 5a Mutual Benefit Life 
| S A LOT? First Year Agents 


A new earnings and volume for 
first-year Mutual Benefit Life agents 
was set by Peter J. Marquez, Kansas 
City, and announced at the annual 
meeting of the company’s First-Year 
Leaders Club in New York and at the 
you want to make — and prmecag ene Mr. Parsing wrote er 

- sate than million of life insurance in his 
" Y whether sna Cam _— sm - first year with Mutual Benefit. Thirty- 

- I, & others your spir itofaccom- | | five agents qualified for the meeting. 

1eld Nog) plishment and “know how”. [ {The lives leader award went to Gor- 


atertoy So, ask yourself: - | don D. Brouse Sr., Duluth. e 
increag - Runners-up were, in volume, Joseph Does He Need His Greatest 
. Depy Can I show others how to Feder, New York, and I. David Cohen, 
santor Columbus, O.; in earnings, Mr. Feder Pp t ti N 9 

prospect —to get leads and William J. Mileham, Washington, rorection NOW: 
cove from their own efforts, D.C., and in lives, Clinton H. Hend- 
n, and ability and imagina- ricks, Houston, Ronald L. Ward, Seat- 
from § tion and not depend on tle, and Mr. Marquez. And does he want something more than term, yet balks at the 
days’ q the home office or their H. Douglas Palmer, 2nd vice-presi- higher premium for ordinary life? 

supervisor? . dent, opened the meeting and served 
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That depends on you! It de- 
pends on how much money 
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Then we introduce him to our new 





















effectiy ; 





as chairman. He was followed by 
AY Coy Charle . Heitzeberg, vice-presi 
a ‘t mil Can | inspire others to in yoni of 7. aoe LIFE MODIFIED AT 70 
tell a convincing story : | Training William F. McMurry spoke This policy allows him more protection NOW, when he needs 
—and do better witha |  0n “Prospecting in 1961.” it most. The face amount is twice as much before 70 as it 
proven competitive | Round Table Discussions is after. By lowering the face value at age 70, the policy allows: 
merchandising plan, | ‘a j ; a reduced level premium — now and throughout the life of 
, , William F. Blake Jr., assistant di- the policy! (But it still builds cash values and gives 
featuring dismember- -| rector of training, led a round table lifetime coverage. ) 
ment—lifetime income discussion, “You Incorporated,” and 
—top value income _ another, on sales aids, was headed by The rate ranges from 9 to 35 per cent below ordinary life, 


settlement option— a Douglas W. Johnson, director of sales according to age at issue. 
_ | promotion. John H. Ames, New York, 


and the premium pay- was featured speaker at the session, (Looking at it another way, the same premium dollar 





ment plans of the which F ‘ will buy 9 to 35 per cent more coverage before 70 in 
ce th closed with a speech by Presi- b : ; k 8 
future, Check-O-Matic {| | dent H. Bruce Palmer. Life Modified at 70 than in ordinary life.) 
and Aut-O-Check ? - At the banquet, Wilbur E. : rag ge This new policy thus combines the best features of term and 
| 2nd vice-president and director o “permanent” insurance. Buyers like the protection — 
Can | inspire others to | agencies, was toastmaster and intro- and the price! 


: ae duced W. O. Catterton, general agent 

enjoy competition— at Houston, who had three qualifying 

and more important, to first-year agents at the meeting. Mr. 

compete with them- - Catterton was also speaker at the ban- 

selves ? | quet. ; OCCIDENTAL LIFE 
Ls On the second day of the meeting, 

the club traveled to the home office, Insurance Company of California 


where Mr. Marquez and Mr. Brouse Home Office: Los Angeles/ Earl Clark, C.L.U., Vice President 


spoke. Their talks were followed by a 
discussion of “Partnerships in the Life (A MEMBER OF THE TRANSAMERICA INSURANCE GROUP) 


Underwriter Career” by Francis L. 
Merritt, director of career develop- 
ment. 


Bs Sa shai 


Can I instill in others the 
desire to earn—more 
money by making the 
most of their abilities? 























We pay Lifetime Renewals...they last as long as you do! 





If you can give affirmative 

































answers to those questions, ean 
then there’s no limit to Ala. Case Did Not Hold 
“How Much Is A Lot” when Agent Liable For Tax On 
t , ; : : “ 7 
Onl Mite Lity Cost Of Convention Trip 
Contract which offers: : - ; 
you In an item in the Nov. 5 issue based 
you : a ae ? on a bulletin of Assn. of Advanced 
Highest lifetime service Life Underwriters dealing with a fed- 
fee in the business to ad- eral district court decision in Texas 
yon equately compensate the holding an agent’s convention trip ex- 
ye career underwriter—ful- penses to be taxable income and not 
or i 
ly vested renewals f a business expense, the statement was 
that  . ‘Suk onan peti made that a federal district court in 
ple, inal Pp y d Alabama had earlier “reached a sim- 
be ission on par and non- ilar conclusion.” 







par policies—agency 
office allowance—non- 
contributory pension 
plan — operating capital 
for new agents. 


This is incorrect. In the Alabama 
case, the court held that there was a 
business purpose to be served by at- 
tending the meeting and that the ex- 
penses of the agent’s wife were justi- 
fied because she attended special ses- 
sions for wives. These sessions were 
designed to show the wives how to be 
helpful to their husbands in business. 

The Alabama decision was appealed 
by the government, but has not yet 
been argued. 






hen 
now 
icut 
you. 





























| THe OHIO STATE LIFE 
roca onping i 
‘Olu mus 15, OHIO New Top Officers Named 


By Home Owners Life 
The new president of Home Owners Py = 
Life of Fort Launderdale is Thomas BOSTON MUTUAL _ZZ Vasurance / ompany 








Wilburn, and the new executive vice- 
president is Harry F. Wysong, who has 5 & sar A 
been secretary-treasurer. as 
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Editorial Comment 
Dr. Castro Helps Prove A Point 


The one really positive element in 
the recent news that the government 
of Premier Fidel Castro may have 
seized the operations of some 30 in- 
surance companies operating in Cuba, 
including several life companies, is the 
fact that, at least by indirection, it 
emphasizes again how very sound life 
insurance is as an investment. Al- 
though the government takeover rep- 
resents an unfortunate turn of events 
for the life insurers involved and their 
field personnel and policyholders in 
Cuba, when compared with what 
might happen to victims of seizure in 
other industries, investors in life in- 
surance are not going to come off too 
badly. 

Pan-American Life, one of the com- 
panies that may have been hit, put the 
case for life insurance in a statement 
designed more for public consumption 
than for insurance people, who already 
understand how life companies protect 
the policyholder’s dollar. 

Said Pan-American, “We wish to as- 
sure our hundreds of thousands of pol- 
icyholders in the United States and all 
other countries in which we do busi- 
ness that this action by the Cuban 
government will have no adverse ef- 
fect upon the financial stability and 
security of Pan-American. Benefits to 
insureds elsewhere will not be dimin- 
ished nor will the ratio of surplus to 
liabilities be changed, unless the ratio 
of surplus be increased.” 

There are 166 U.S. enterprises, in all, 
that appear to have been taken over 
by the Castro government in its latest 
move against foreign private enter- 
prise on the island. Of the 136 that 
were not insurance companies, we won- 
der how many could have made a state- 
ment to the effect that their operations 
elsewhere would not be adversely 
affected to some degree. How many, 
on the other hand, would have to tell 
their stockholders that 1960 dividends 
would be down because of lost plants 
and markets, or that the reason their 
stocks were quoted on the exchange at 
less than they paid for them was that 
a foreign power had seized a portion 
of company assets? 

This is not to suggest that the seizure 


has been pleasant for Pan-American 
or any other life company with opera- 
tions in Cuba. No company, no matter 
how solvent or how well prepared for 
reversals of this nature, likes to see 
any part of its physical plant, its work 
force or its markets taken over by a 
two-bit dictator. Despite this, however, 
Pan-American was still in a position 
to make the above statement to policy- 
holders. It would seem safe to assume 
that other life companies with seized 
operations in Cuba could do likewise 
if they found it necessary to do so to 
reassure policyholders who might be- 
come worried about the future of their 
life insurance investments.—W.M. 





Personals 


Allen C. Steere, vice-president Lin- 
coln National Life, has been elected 
1961 president of Fort Wayne chamber 
of commerce. He will take office Jan. 1. 


Eric A. Johnston, a director of Mass- 
achusetts Mutual and president of the 
Motion Picture Assn. of America, has 
received the First Class Order of the 
Sacred Treasure from Japanese Crown 
Prince Akihito. The decoration was 
presented to Mr. Johnston by the crown 
prince during his recent visit to Wash- 
ington, D.C. 


Douglas B. Whiting, president of 
United Life & Accident has been elect- 
ed a trustee of Colby Junior College for 
Women, New London, N. H. 


Deaths 


ALLIE J. MIMS, 78, a co-founder, 
director and vice-president of Durham 
Life, died at Rocky Mount, N.C., where 
he was also district manager from 1918 
until his retirement from this latter 
position in 1949. 


WILLIAM D. DENT, 49, general 
agent for Midland Mutual Life at Can- 
ton, O., since 1948, died of a heart at- 
tack on a visit to Columbus, O. 


A. G. HASKINS, 46, manager of 
Business Men’s Assurance at Atlanta, 





died following a heart attack. He went 
with the company in 1955 and became 
Georgia branch manager the first of 
this year. 


Supreme Chaplain LEO M. FINN of 
Knights of Columbus died at Bridge- 
port, Conn., where he was pastor of 
St. Peter’s church. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co., 
135 S. La Salle St., Chicago, Nov. %, 1960 

































Bid Asked 
$ $ 
Aetna Life 7842 80 
304% 31% 
14 15 
38% 40 
45 47 
Commonwealth Life .. 19% 20% 
Connecticut General .. 388 393 
Continental Assurance 161 166 
Franklin Life ................. 63% 65 
Great Southern Life ... 65 70 
Gulf Life .... 17 18 
Jefferson Standard... 40 41'2 
Liberty National Life 56 59 
Life & Casualty ..... 164% 17% 
Life of Virginia ...... 53% 55 
Lincoln National Life ... 203 207 
National L. & A. ........ 107 109 
North American, Il. 12% 13 
Ohio State Life ....... 3542 = 37'2 
Old Line Life ........ 60 63 
Old Republic Life ......... 17 18 
Republic National Life ................ 31 33 
Southland Life 00... cee 80 84 
Southwestern Life 50% 53 
Travelers ...... 8642 888 
United, Ill. 29 30 
I ar vice crcccucczaboniodassansvvigserse nas 39 40 
Washington National ... 42 45 
Wisconsin National Lif 35 36 








Conventions 


Nov. 14-17, Life Insurance Agency Manage- 
ment Asén., annual, Edgewater Beach Hotel, 
Chicago. 

Nov. 28-Dec. 2, National Assn. of Insurance 
Commissioners, regular meeting, Commodore 
Hotel, New York. 

Dec. 12-13, Assn. of Life Insurance Counsel, 
annual, Waldorf-Astoria Hotel, New York. 
Dec. 13, Institute of Life Insurance, annual, 
Waldorf-Astoria Hotel, New York. 
Dec. 14-15, Life Insurance Assn., 
Astoria Hotel, New York. 
Dec. 28-30, American Assn. 
Teachers of Insurance, annual, St. 


1961 


Feb. 13-15, Health Insurance Assn., group in- 
surance forum, Biltmore Hotel, New York 
City. 

Feb. 17-18, New York State General Agents & 
Managers Assn., annual, Gideon Putnam Ho- 
tel, Saratoga. 

April 13-15, Life Insurers Conference, annual, 
Americana Hotel, Bal Harbour, Fla. 

April 13-15, Home Office Life Underwriters 
Assn., annual, The Greenbrier, White Sulphur 
Springs, W. Va. 

May 8-10, Health Insurance Assn., 
Biltmore Hotel,.New York City. 

May 12,.New York State Life Underwriters 

Assn., spring delegate meeting, Astor Hotel, 
New York City. 

May. 14-17, Insurance Accounting & Statistical 
Assn., annual, Biltmore Hotel, Los Angeles. 

May 31, Fraternal Actuarial Assn., midyear, 
Royal York Hotel, Toronto, Ont., Canada. 


Waldorf- 


of University 
Louis. 


annual, 
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ples Life 
The following table comprises qo 
bid prices (where available) at Noy Mer 
1960, along with the same figure re 
Dec. 31, 1959 and June 30, 1960, i 
about 175 insurance companies, iS it} 
figures were assembled by Leverfi'ktord Life 
Cartwright, president of Cartwriggsoard Life 
Valleau & Co., Board of Trade Buje Life, Mi. .. 
ing, Chicago, specialists in ins ay | 
stocks. Wty Life & . 
Their list appears about three tip mtr fe Be 
a year in THE NATIONAL UNDERWRpiath. Natl. Life 
and supplements another and smaj at 
list, which hereafter will appear eaffuth Coast Life 
mewall, Ala. 
month. ont F.& Cy 
Company 12-31-59 6-30-60 11 Eom, Lite. 
Academy Life, Colo. 3 25% ndard Se curit 
All States Life ........... 454 3, | aroha es 
Am. Bankers Ine. ...... 17 18% gpouthern Union 
Am. Bankers Life. 14 143, yypandard Unie 
Am. Fidelity Life |. 13% 10% Dest Lit 
Am. Druggists, Ohio 69 69 i) Fars. L 
Am. Fidelity & Cas. 13% 1 me vices | 
Am. Empire Life ...... 2 1% pate eet. Li 
Am. Fire & Cas. ........ 8% 19 tpeersity Natl. . 
Am. Founders Life, Colo. % 1% palver  ast Lif 
Am. Heritage Life ... 10 8% Te eeustate 
Am. Home Assur. .... 40 43 i Fire ; 
Am. Income Life, Ind. 17 11 i Sesh Life 
Am. Indemnity .......... 20 23 ted Bankers» 
Am. Indep. Reins. ... 3 2% WB rited Federal 1 
Am. Life & Cas., N.D. 8% 9 yped Fidelity 
Am. Life, Ala... 7 7 wetted Fire, N. 
Am. Mercury wee 25% 3 mniv, Guar. Life 
Am. Service Life .. 4% 3% victory Life 
Am. Surety ccs 19 14% Ween Life & J 
Appalachian Natl. Life. 2% 3 ty F states Life 
Associates Life ........... 4% 4% Bicier price 
is... 75 57 pe © 
png ge Life ... 19 205% " 
ue Ridge Fire ........ 4* 4* 
Capital Fire & Cas... ee ALU Ss ] 
perma gee Life 18 1814 N 
apita cs ence Sle y 
Fe oe 8% 83 rogram 
eee 20 TH 
Cherokee Ins. . 19 1534 . — 
— —_ L ex. 61% 1% yyglo be given t 
itizens Life ... . 103 93% p i 
Citizens Natl. L:fe, Ind. 3 ‘ 3 . ifentatives for 
Coastal States Life eae 19 hey are an 
‘olumb. Gen. Life, Tex. 1% ¥, ecuri 
College Life ............. 58 52 eee Chal 
Colo. Credit Life 1, 3% on, vice-pr 
Consol. Am. Life 5'% 4% of Equit 
Constellation Life .... 3% 25% yy 
per: nmr oe. Life 3% 3* inally appeare 
ontinental Life, Tex. 4% 33, 
Cont. Am. Life, Tex. 1% 1% | eee sourne 
Cont. Am. Life, Del. 65 63 LU, and a 
Cornbelt Ins. 0.0.2.0... 2% 3% ifance,” by M 
Cornbelt Life .......... 3% illrom the S 
Crown Life, Canada 167 195 mprom the sep 
Eagle Fire, N. J. ........ 3% 3 of the Philade 
Eastern Life ................ 23 | 
po arama gg Cae. Yes 2914 u 
‘ederal Life & Cas. .. 79 6 i 
Saad Fidelity, Okla. 2% 1% iy Capital G 
idelity Bankers Life 7% 6% 6 
Fidelity Union Life 182 180 wig OF Payme 
First United Life ...... 5M 4 
First Am. Life, Tex. 1 1 Federal E: 
oe a oe 130 125 10 
rea antic Life 2”, 23 a 
Georgia Intl. Life .... 5M 4% WASHING" 
Great Fidelity Life 3% 2 rpheld that a $ 
ibraltar Life ............ 9 10 b | 
Great Western Life... 1% 1 Harold Regen 
Great Plains Life. 4 4 yp tual, New Yo 
u m. Fire & Cas. 2 2 woe BY i 
Gulf Ins. hah eitietencketecha 40 37 e: — 
cag ag 6 5% eral mploye 
ome Owners Life .. 8Y, 7, 5 Eno i 
Ill.-Mid Cont. Life ... 8% ™% { — i. 
Imperial lite ae 74 80 8 m conseque 
nsurance City Life 31 238 #§$ wa 7 ici 
Ins. Corp. of Am. ...... 3% 2% 3 — O deficie 
ad — i. ety, 5U 48 48 Th 
nter Ocean Reins. .... 43 50 bo 
Investors Security, III. ...... 4 ~~ Bitan i goes 
Interstate Life & Acc. 105. 9 5 de ife, whi 
eff. Natl. Life ............ 18 18 18 Fderwri 
Kennesaw Life & Acc. 2% 2 af at ~ 
Ky. Central L. & A. 11% 13 ormula ba: 
iberty, Tex. ...... 83 8 surers desiri 
Liberty Life, S.C... 20 : 17 genstei “re 
Lite Asmscemee, Pa.: 14 18% 18 stein conte 
e of Georgia .......... 77 70 wwe POPdiN i 
Life Inv. of Iowa ..... ... 2% a lived ¢ nag 
Lincoln Am. L., Tenn. ...... 2% ak rom 
Life of Ala. ee pre 21 19 « {plan for grou 
incoln Liberiy Life... 00 ue ‘ 
Loyal Am. Life ........ 6% 3% _agal_ governm 
L_ yal Protective ........ 69 52 48 Court opinion 
Maine Fidelity Life z 4" 4h Said th 
Manhattan Life ......... 15 560 ey ee me cou 
Maryland Natl. Ins... 14% 15 ' While ther 
to) __ ee Ae 4 +4: 
Maryland ‘Life 61 37 a | “hether petit 
Midland Life coccccccccccce ccsce sess 8 Jone that coulc 
Mutual Savings Life 7% 7% Fl and furthr if 
Natl. Am. Life, La. 3% 3% 3 
Natl. Bankers Life... 57 45, . erty, whether 
atl. West. e, Colo. ...... i ; 
Natl. Fidelity Life .... 17% img = the exclusi 
Natl. Life, Ari. ccsce scsce soon wh copyright, | 
Natl. Union Life ........ 4% 4 4 3 Position, w. 
Natl. Security Life. Ind. 4% a barre 
Natl. Western Life’... 6 6%4 LN ‘ageing sinc 
atl. Security, Ala. 6% 4% 
Nebr. Natl. Life ....... 1% 3. Sy Sen as a wi 
No. Am. Life & Cas. 120 130 1# }P0sition that t 
Northeastern Life .... 33 i “ty vices renderec 


North Central Co. .... 


politan and it 
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ny 12-31-59 6-30-60 11-3-60 
ows Life, N.C. 7% 434 434 
. a8 15 12 
9% 8 
ord V% 58 
: 11 12 
183% 16% 
3% 3M% 
35% 30% 
7 5¥2 
14% 12% 
Fes 11 
15 16% 
44 43 
77 77 
11 10% 
4 334 
he 33 33 
ppoard Life ........... Ms 6 4 
wiance Life, Tex. 142 25 2 
eee 512 6 
4 1% 156 1% 
4 4 3% 35% 
Ace 51 42 42 
wuthern Union Life wy wy Vy 
ree tingety Life & Trust 59 45% 49 
puth. Natl. Life, Tex. 4 4 434 
ty Life, Ga. ... 13 10 10 
18 13 BY 
Dear ealiyth Coast Life ........ 4% 3% 3% 
ek, 43 43 43 
.F. c., Tenn 4% 4, 5% 
-60 Am. Life. ........ 3% 1% 134 
~60 It@ dard Fire, N. J. 58 ee 
Wiandard Security Life 7% 1% 6% 
uthern States Life 9 9 934 
ndard Union Life 3% 3% 2% 
BBeuck Und. Assn. .... 30 28 281% 
Mion Trust Life, Wis. 7 . 6% 51, 
UBnited Fdrs. L. Okla. 90c 85c 90c 
NMnited Services Life 49 46 53 
Weipreme Lib. Life .... 27% 28 27% 
"Bniversity Natl. Life 25% 25% 234 
mion Trust Life, Wis. 7 5% 5% 
Wpolunteer State Lif 55 56 53 
ire & Cas. 3 1% 1% 
8 T34 ecccee 
10 7 7 
eee iN oe 2 
70 70 70 
x, “sg 40 4612 
3 3 3Y% 
victory Life 90 80 85 
MBvulean Life & Acc. 20% 16 154% 
West. States Life, N. D. 12% 13 14 






‘Offering price. 


ALU's Educational 
rogram Is Accelerated 


(CONTINUED FROM PAGE 1) 
to be given to local newspaper repre- 
Ufentatives for background information. 
hey are an article entitled, “Social 
Security Challenges,” by Ray M. Pet- 
erson, Vice-president and associate ac- 
; of Equitable Society, which orig- 
‘finally appeared in the Fall, 1960, issue 
ifof the Journal of American Society of 
LU, and a column, “It Isn’t Insur- 
ance,” by Morley Cassidy, reprinted 
from the September 19, 1960, edition 
“of the Philadelphia Evening Bulletin. 


a Capital Gains Role Denied 
i4For Payment To Broker On 


iFederal Employes Group 


‘ WASHINGTON—The tax court has 
ppheld that a $10,000 payment made to 
Harold Regenstein, Massachusetts Mu- 
yatual, New York City, for his services 
in connection with setting up the fed- 
feral Employes Group life case, was 
; not entitled to capital gains treatment 
ggand consequently he was liable for a 
3 he deficiency for the taxable year 
44g . 
55 The payment was made by Metropol- 
“pgitan Life, which acted as primary un- 
ls }derwriter on the case and shared it on 
if? formula basis with other group in- 
fEsurers desiring to participate. Mr. Re- 
18 genstein contended the $10,000 was not 
~q|%dinary income because it was “re- 
npeived from the sale of his idea or 
plan for group life insurance for fed- 
mal government employes,” the tax 
court opinion states. 
sa) | Said the court: 










®)Westions, since in our view the facts 
th taken as a whole support respondent’s 
1# }>0sition that the payment was for ser- 
“yg “C€S rendered by petitioner to Metro- 
politan and its associated companies.” 












LIFE INSURANCE EDITION 


Shown at a pre- 
election meeting of 
Detroit Life Un- 
derwriters Assn. 
that featureda 
lively debate be- 
tween the two 
Michigan guberna- 
torial candidates. 
From left, Clare E. 
Cronkright, New 
York Life, and as- 
sociation president; 
Paul D. Bagwell, 
Republican candi- 
date; John B. 
Swainson, Demo- 
cratic candidate, 
who defeated Mr. : 


Bagwell in Tuesday’s election; Ruth E. Barringer, the association’s managing 
director, and E. Joseph Gryson, Connecticut General Life, association vice- 


president. 





II. Agents Decide Legislative Pattern 


(CONTINUED FROM PAGE 4) 
Nelson presented the award to W. L. 
Gaffey, Metropolitan, who was presi- 
dent of the association at the time the 
award was earned. 

It was noted that in 1949 the state 
association had a membership of about 
the same as today, but every year the 
association loses about 1,800 members 
who retire or leave the business for 
one reason or another. The task of 
keeping the association at its present 
high is not an easy one. The suggestion 
was made that the agencies pay forth- 
coming dues on the instalment plan so 
100% renewals are possible. 


Expect 10% Increase 


The Illinois association expects a 
10% increase by June 30, 1961, and will 
send a wire to that effect to the Na- 
tional Association, Mr. Nelson said. 

Various other committee reports 
were made at the meeting. 

In the annual report of the national 
committeeman, who is Roy D. Simon, 


Penn Mutual Life, Chicago (read by 
Mr. Schuermann), he said in part: 

“The group insurance report aroused 
the most interest and the only other 
controversy at the annual meeting of 
NALU. The Beers’ committee report 
was partially unveiled. You may want 
to take a good look at this yourselves. 
It was spelled out in the September 17 
issue of THE NATIONAL UNDERWRITER 
The group committee report brought 
out primarily the points which were 
favorable to the NALU point of view, 
but did not discuss the rest, due, they 
said, to lack of time to analyze this 
report which was received just prior 
to the annual meeting. 

“There is plenty to it to view with 
question, perhaps alarm. It will give 
you an insight into the thinking and 
to some extent the divergence of views 
of the companies on the knotty prob- 
lems involved. Incidentally, it seemed 
to give the green light to extension of 
group credit insurance along the lines 
of the Prudential, Continental and Old 
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Republic bill which we were success- 
ful in defeating last year.” 

At the banquet, William E. North, 
New York Life, Evanston, IIl., president 
of NALU, described his presidential 
peregrinations, which began to sound 
like more traveling than the Nixon and 
Kennedy entourages combined. At the 
conclusion, he threw in as food for 
thought the fact that some companies 
today are paying as much for rewrit- 
ing business as for a creative sale and 
opined that this will have some seri- 
ous repercussions. 

The following day the Peoria associa- 
tion held its annual sales congress. 
Details and pictures will appear in 
next week issue. 


Crown Life Kahtaees 
Billion Mark In U.S. 


Crown Life of Toronto has attained 
$1 billion of insurance in force in the 
U.S. Total in force figure of the com- 
pany is $2,750,000,000. 

In 1945, the company had nine 
agencies in this country with a total of 
$47 million in force, and the billion 
mark was reached by 80 general agen- 
cies in 46 states, Puerto Rico and the 
District of Columbia. 


Cleveland A&S Meets 


Cleveland Assn. of A&H Under- 
writers heard W. Harold Peterson, ex- 
ecutive vice-president Underwriters 
National Assurance of Indianapolis, 
discuss “An Open Letter to My Wife” 
at the October meeting. 


Standard Of Indiana Pays Extra 

Standard Life of Indiana has paid 
a special dividend of 25 cents a share. 
The regular annual dividend of 75 cents 
was paid in March. President H. V. 
Wade reported to stockholders that the 
company is having its best year in 
history. 













Right Now—get the facts on a 


NEW APPROACH 


TO YOUR PROFESSIONAL CAREER 


as a General Agent of the Central Standard Life 
Insurance Company ... offering you a new Career 


Contract with... 


Completely Vested Renewals for the 
premium paying period of the policy 


Substantial Override for General Agents 


Accident and Sickness Plans 
“Your partner for Life” 


High Value Low Premium Life Plans 
Top First Year Commissions 


With Central Standard You Enjoy 

* working with an agent-agency 
building organization 

* company sponsored education 

* tested-proven direct mail aids 

* liberal underwriting 





‘The secret of success is Constancy to Purpose" 


Benjamin Disraeli 


Our success has been achieved with our career men and women. 


See for yourself—Write or wire today for your 


In Force: $357,405,420 


“new approach” agent’s kit. Get full details by 


contacting your local Central Standard General 
Agent or: John-M. Laflin, Vice President and 


Agency Director. 


Assets: $107,284,880 
Surplus: $14,591,874 








CENTRAL STANDARD LIFE 


Founded 1905 


INSURANCE COMPANY 


211 W. Wacker Drive Chicago 6, Illinois 
Life - Accident - Sickness 
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HeNATIONAL UNDERWRITER 


Pacific Actuaries Name Neuschwander 


(CONTINUED FROM PAGE 1) 
under the original standard nonfor- 
feiture value law. 

The form of life income optional 
settlements and the assumed factors 
and rates for such benefits which ap- 
pear appropriate for new issues re- 
ceived the attention of John Mont- 
gomery, Occidental Life of California, 
and Mr. Dean. Somewhat higher inter- 
est guarantees may be introduced and 
projected mortality tabies are being 


considered, with the amount of life in- 
come determined in part by the date of 
election of the life income benefit, they 
suggested. Practical problems, particu- 
larly in connection with retirement 
income endowment plans, have made 
it difficult, however, to develop an 
entirely satisfactory method of intro- 
ducing such life income rates varied by 
date of election. 


William Bolton, Standard of Oregon; 


Robert C. Tookey, Lincoln National 








WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER—LIFE EDITION . 


a, 








country. 


opportunities are avai'able. 





success. 


NOVEL 
MANAGEMENT CAREERS 
AVAILABLE 


Nation's largest life company specializing in developing business from general lines 
and surplus writers seeks top grade men to be brokerage supervisors in its newly 
created management training program. Full facilities including Group, Pension and 
Individual Health have earned it the rank of Number | brokerage company in the 


This program is best suited to men under 40 with a successful record as producers or 
supervisors who feel stymied or unrewarded. For such men, a number of management 





Earnings and advancement are commensurate with each man's ability and desire for 


Please send a complete summary of personal background and life insurance experience. 


Openings are available in the following cities 


CHICAGO INDIANAPOLIS MINNEAPOLIS-ST. PAUL 
CLEVELAND KANSAS CITY OKLAHOMA CITY 
DALLAS LITTLE ROCK OMAHA 

DETROIT LOUISVILLE PITTSBURGH 

GRAND RAPIDS MEMPHIS ST. LOUIS 

HOUSTON MILWAUKEE WICHITA 


Our men know of these positions. 
Write Box U-59, National Underwriter, 175 W. Jackson Bivd., Chicago 4, Illinois 








LIFE AGENTS 


Anyone for EUROPE? Well, here's your 
chance. We did it the hard way in 1943 
but you will go Ist class this time for 
assembly line app writing. 2 yrs of solid 
production is the key and whether you 
like it or not, your wife & family go too. 
ALL EXPENSES PAID! You will be well 
subsidized until you are productive & then 
the sky is the limit. This maj bluechip co 
would like. you to sail Jan. 1961, so don't 
delay! Write or call immediately! ! ! 


TODD PERSONNEL SERVICES Inc. 
50 CHURCH ST., NEW YORK 7, N.Y. 
WO 4-8410-1-2 


ACTUARY WANTED—Opening for a Fel- 
low of the Actuarial Society. Middle West 
location with a highly successful firm of 
Actuaries and Employee Benefit Consult- 
ants. Profit-Sharing, Pension and all Fringe 
Benefits. Also a chance to acquire part- 
ownership in Company. Experience in this 
field unnecessary. Applicant must not be 
over age 40. Reply to Box U-2!, National 
Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








WANTED 


METHODS AND PROCEDURE MAN with elec- 
tronic experience and knowledge of insurance 
procedures to convert present IBM tab installa- 
tion to IBM 1401. Combination Life and A & H 
Company with Fire Affiliate in pleasant subur- 
ban setting. Midwest. Give full details, experi- 
ence, education, and training. Box U-24, National 
Underwriter, 175 W. Jackson Blvd., Chicago 
4, Wlinois. 








LIFE COMPANY WITH 

UNIQUE PROGRAM IS 

LOOKING FOR AGENCY DIRECTOR 
$12,060 PLUS 


Solidiy financed new life company is looking for 
a thoroughly experienced Agency Director to 
add to our Home Office staff. We will assign 
general administrative activities in addition to 
recruiiing, developina and training of Gene-al 
Agencies. We are selling a unique program of 
Gucrantees and Var.ab!es (mutual funds). We 
want an aggressive self-starter with life and/or 
mutual funds sales experience. You must travel. 


FIELD VICE PRESIDENT 
Mature, Dependable, Successful. Unusual pres- 
tige among life men in states of Minnesota, 
lowa, Missouri, Nebraska and Colorado. What 
have you? Available January Ist. Box U-56, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 








HOME OFFICE EXECUTIVE AVAILABLE 


Long experience in agency management as well 
as ne of young or new companies. Fully 
ee ’ 4 





Exceilent stcrting salary and added comp 
sation in relation to ability, experience and 
production. Write President, Box U-62, Na- 
tional Underwriter, 175 West Jackson Blvd., 
Chicago 4, Illinois 











Cc < 
responsibility or acting as strong, right-arm to 
company president. Write Box U-57, National 
Underwriter, 175 W. Jackson Blvd., Chicago 


Life, and Phillip Soth, Farmers New 
World Life, reported on recent experi- 
ence and trends in ordinary policy per- 
sistency in their companies. No well- 
defined trends were evident in aggre- 
gate lapse rates, but in each case it was 
clear that the over-all results de- 
pended on the proportions in which a 
number of significant factors were 
combined. Particularly important were 
the rate of growth and experience of 
the agency force, the distribution of 
business by plan of insurance, and 
mode of premium payment. Analysis 
is complicated by the inter-relations 
among these and a number of other 
characteristics affecting persistency. 

Considerable interest was evidenced 
in the problems of mass selling of 
individual insurance by the use of 
group insurance principles. James C. 
Brown, Blue Cross Hospital Plan; 
Robert A. Reiche, California-Western 
States Life, and Miss Beers described 
various phases of the underwriting 
principles and actual experience with 
such business. Each of these speakers 
found that there was a demand and a 
place for such mass coverage if suit- 
able controls were exercised over the 
kinds of groups insured and the rates 
developed as being appropriate to the 
underwriting risks assumed. 

Group insurance developments under 
major medical coverages and Cali- 
fornia unemployment compensation 
disability plans were discussed by 
Vincent Grainger, Prudential; Ronald 
J. Martin, West Coast Life; Miss Beers, 
and Messrs. Sarason, Neuschwander, 
and Reiche. 

Educational programs for the de- 
velopment of actuarial students on the 
west coast were the subject of re- 
marks by Geoffrey Crofts, Occidental 
Life of California, and A. C. Olshen, 
West Coast Life. Floyd Young, Western 
Life of St. Paul, presented a paper on 
current economic problems under the 
title “All Remarks Lead to Marx.” 

Several members of the club had 
attended the 16th International Con- 
gress of Actuaries at Brussels in June. 
Reports on the activities of various 
phases of the congress were made by 
A. L. Buckman and G. E. Cannon of 
Standard of Oregon and A. C. Olshen. 
Mr. Buckman also described a side trip 
to Russia which was made by a num- 
ber of the actuaries. This trip included 
a visit to the USSR Ministry of Social 
Security. The ministers were well in- 
formed about the United States social 
security system and gave a rather 
complete description of the Soviet 
“cradle-to-grave” benefits. Strangely 
enough, the ministers appeared to be 
uninformed about the personal insur- 
ance program which exists in their 
country and is operated by their 
government. 


Addresses Maryland Health Assn. 
Leonard Rosenberg, president of 
Chesapeake Life, addressed the Octo- 
ber meeting of Maryland Assn. of 
Health Underwriters at Baltimore. In 
his talk, “Tell Me A Story,” he related 
a number of stories he has accumulated 
to sell the need for health insurance. 


Aviation Employees Life delivered its 
first life insurance policy. It was pre- 
sented to Richard E. Fell, general man- 
ager cf Butler Aviation, by Samuel J. 
Solor..n, president of Aviation Em- 
ployer s. 








4, Illinois. 


GENERAL MANAGER POSITION DESIRED 


41 year old Home Office Executive with 16 
years experience desires the challenge of Gen- 
eral Manager position with young well financed 
company. Aggressive, ambitious, and have the 
know how to build your company—Write Box 
U-58, National Underwriter, 175 W. Jackson 








Blvd., Chicago 4, Illinois. 








November 12, 


Carl Tiffany Succeeds 
Henning As President 
Of Central Standard 


Carl A. Tiffany has been ele 
president of Central Standard Lif. 
succeed Eldridge H. Henning, w 
retiring. Clarence W. McIntosh, tr, 
urer since 1953, has been advanca 
vice-president and treasurer. 

President for eight years, Mr. fe 
ning entered the business via jpg 















Carl A. Tiffany 


E. H. Henning 


ance law, having set up a practice; 
1916 in Kansas City. He became coy 
sel of Illinois Bankers Life in 1933 » 
vice-president in 1935. Shortly af 
that he advanced to president ay 
headed Illinois Bankers for 11 yea 
until it was acquired by Central Stan 
ard. He will continue with Cent, 
Standard as vice-chairman and a j 
rector. 

Mr. Tiffany, who has been executi 
vice-president and a director, 3 
heads Carl A. Tiffany & Co., consultis 
actuaries. He formed his own orgy 
ization 13 years ago after serving 
an examiner and actuary for the Io 
and Illinois insurance departments, 


Nov. Schedule Of NAlI 
Head: Nine Local Unit, 
Two Industry Meeting; 


William E. North, president 
NALU, continues an ambitious tray 
schedule during November with vis 
to nine local association meetings | 
six states, plus participation in ti 
major insurance gatherings. 

Local associations being visited 
Mr. North are Spokane, Tacoma, 2 
Seattle, Wash.; Portland, Ore.; Auro 
Ill. (with Joliet, Elgin, DuPage, : 
DeKalb associations as meeting « 
sponsors); Madison, Wis.; Carbondal 
Ill., and St. Louis. NALU’s preside 
who is also manager of New York Li 
at Evanston, IIl., will also attend 
AMA’s annual meeting in Chicago a 
the National Assn. of Insurance Co 
missioner’s fall meeting in New Yo 
City. 

As NALU’s top elected official, ¥ 
North has already attended local ass 
ciation meetings at Milwaukee a 
Appleton, Wis.; Quebec, Can.; Harri 
burg and Bryn Mawr, Pa., Los Angele 
and Eugene, Ore. 


Lutheran Brotherhood Sponsors 
Benevolence Conference At HO 
Lutheran Brotherhood sponsored 
day-long conference on benevolence 
its home office in Minneapolis. ™ 
program included talks by universil 





‘and seminary presidents and panel di 


cussions by prominent spokesmen ft 
Christian higher education. R. H. Gé 
berding, a director of the society # 
chairman of its committee on benev 
lence, explained that the conferent 
represented the first step in a co 
plete restudy of Lutheran Broth 
hood’s benevolence program, Wilt 
since 1948 has involved a total all 
cation of nearly $234 million. 
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Y MOST INTERESTING and memorable sale, did you ask? 

Well, sir, interestingly enough, I would have to give that 
honor to an instance where I failed to make the sale, not one 
where I succeeded. 


The place was Seattle. The time was the autumn of 1933 or 
the spring of 1934. I was a young general agent, devoting most of 
my waking hours to building up a small agency and trying to 
maintain a respectable personal production in such free moments 
as I could find for that purpose. 


We will call my prospect Lee Higgins, which is sufficiently 
similar to his real name to arouse vivid memories in my mind. He 
was a bright young associate of one of the city’s leading real estate 
and property management firms. I had first met him when seeking 
office space in the building he managed, although as matters 
turned out we did not become his tenant. Later I met him again, 
this time at luncheon with a mutual friend. A preliminary inter- 
view, obtained against some considerable resistance on his part 
because he was “not interested in even discussing life insurance,” 
uncovered the fact that he had a wife and two small daughters, 
a hopelessly inadequate amount of life insurance, a reasonably 
good income — and no disposition whatever to consider his life 
insurance situation further . 


But there was, at the last moment, the merest hint of willing- 
ness to talk about educational endowments for his two little girls. 


I came back to see him, later, for a second interview, with the 
proposal that he buy a couple of $2,000 endowments for his 
daughters, ages two and four. I reiterated once again my conviction 
that first of all he should own considerably more insurance on his 
own life. But since he had told me emphatically that the only 
thing he would consider would be short-term endowments for his 
daughters, I showed him the figures on two $2,000 educational 
policies, one to run for 14 years, one for 16. I kept my conscience 
clear, after a fashion, by recommending that these policies be on 
his own life, rather than on the lives of the children, in view of 
the inadequacies of his own life insurance. 


POINTED OUT that a $2,000 educational fund would provide 

only about $550 a year, in round figures, for a four-year tour 
of duty in college. But I suggested that this foundation would 
assure each of his daughters a college education of sorts whether 
he lived or not — and that no doubt he would be able to supple- 
ment that small sum from current income should he live to see 
the girls reach college age. 


He showed a flicker of interest. Then I told him that if by 
any chance he should not live for the 14 or 16 years involved, the 
policies would be death claims on his own life, and the money 
would be held until the girls reached college age, and meanwhile 
would pay a small interest income. The flicker of interest became 
a small flame. 


Then I told him that in order to buy a total of $4,000 of 
future money he would need give my company only some $3,600 
or $3,700, since compound interest would make up the difference, 
and pay for the insurance on his life as well. The tiny flame of 
interest grew somewhat larger. 


Finally, I told him that this $3,600 or $3,700, spread over 
16 years in one case and 14 in the other, would require an 
immediate annual outlay of about $250. ‘ 


And his interest dropped to zero! 


I shall never forget how he exploded. “Two hundred and 
fifty dollars! Why, that’s ridiculous. It’s out of all reason. I 
wouldn’t dream of paying $250 a year for $4,000 of life insurance. 
Take it away. Don’t bother me with it again.” 


Pittsburgh, Pa. - Lincoln, Nebr. 


American General Life Insurance Co. / Knights Life Insurance Company / 


Houston, Texas 


LIFE INSURANCE EDITION 


Presented here regularly for the edification 
and enlightenment of life underwriters 
everywhere by the Life Insurance Members 
of the American General Group. 


THE SALE 
| DIDN'T MAKE 


OW THAT IS ALMOST the end of the story. He told me 

$250 was a lot of money . . . and because I thought so, too, 
he sold his idea to me; I didn’t sell mine to him. I did not make 
the sale. 


But I profited by it, nevertheless. The benefits of that sale 
which I failed to make were great and lasting. They came to me in 
two installments: one shortly afterward, the other a year later. 


First, some days after that interview I began to realize where 
I had failed. My mistake was, of course, that I had allowed him 
to think of $250 as ‘“‘a lot of money” for a life insurance policy. 
Perhaps I was guilty of thinking so, too. In any case, I let him 
think so, and naturally he didn’t buy. 


I began to realize that my trouble lay in my failure to say — 
“If $250 is a lot of money, it is because college educations for two 
daughters cost a lot of money. Books and clothing and tuition, 
and three meals a day, and decent and respectable shelter for the 
sweet young ladies your daughters will be — those things cost a 
great deal of money. Those are the things which cost money — not 
my policy. Indeed, my policy costs nothing and shows a handsome 
profit besides. My policy says you can have $4,000 worth of college 
education (indeed, $4,400 if paid out over a four-year period) for 
$3,600 — and then have 16 years over which to spread that $3,600! 
Tell me that college educations are too expensive if you will (and, 
in saying so, you may be saying there will be none for your 
daughters) but don’t tell me that my policy costs too much!” 


Yes, that was the first benefit I derived from that sale: the 
gradual realization that it is never the POLICY which costs but, 
rather, the BENEFIT. 


ESS THAN A YEAR LATER came the second lesson. Lee 
Higgins was killed in an automobile crash. No, the cars were 
not moving at high speed. It was just a simple little low-speed 
crash at a downtown intersection. And what’s more, he had the 
right-of-way. But that didn’t help any when that undramatic little 
collision spilled him out of the car, threw his head against the 
pavement, and brought his death from a fractured skull within 
a few hours. 


And thus my second lesson: Those two small girls were denied 
educational funds, because I let HIM sell ME. 


From that moment forward, I have accepted the responsibility 
to do my utmost to sell my listener, and never let him sell me. I 
make no apology for driving for affirmative action as vigorously 
as I know how. I am willing, without the slightest abashment, to 
bring to bear all the sales pressure of which I am capable. 


I remind myself that I wouldn’t be discussing a particular 
policy plan and a particular amount with this prospect were it 
not that his need is clear-cut and evident — and that he wouldn’t 
be listening to me unless deep in his heart he knows it, too. I 
remind myself that he will almost certainly buy too little life 
insurance, too late, unless I help him overcome inertia, and unless 
I urge him and help him to make the difficult and often unpleas- 
ant decision to set aside some of today’s dollars for important 
benefits tomorrow, instead of spending them now for benefits less 
important but more immediate, and therefore more appealing. 


A SO, thanks more to Lee Higgins than to any other one 
experience — thanks to a sale I didn’t make —I carry with me 
wherever I go the twin convictions that it isn’t the policy which 
costs, it’s the benefit .. . and that it is my duty and responsibility 
to do my utmost to sell my listener, and not to let him sell me. 


Best wishes, 


Oklahoma City, Oklahoma Honolulu, Hawaii 


The Home State Life Insurance Company / Hawaiian Life Insurance Company, Ltd. 


Insurance In Force October 1, 1960... $1,729,300,000 
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If You Are Qualified. 






HERE'S A ws 


MONEY-MAKING OPPORTUNITY! 


If your experience qualifies you for General Agent 
capacity, National Reserve Life offers you: 
@ Complete Home Office Cooperation 
® Fully Paid Conventions (for both man and wife) 
© Highly Desirable Territory 
© An Agency-Minded Company, whose executives know 
and understand Field situations 
® Top Commissions—plus numerous other benefits 
e Tested, Specialized Merchandise—with 
Proven Sales Appeal 


Our full scale expansion program enables us to offer 
you currently attractive territory openings. And 
remember, National Reserve Life is 
recognized as one of the Midwest’s 
most rapidly growing companies. 7X 
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Write Today! + poo 


Let us give you complete information regarding the out- 
standing opportunities National Reserve Life offers you. } 
All correspondence in confidence. Write today and get | 
ready to go forward—with the Company, “Enduring As 


Rushmore!” / | 


H. O. CHAPMAN — jo 
President N Seen 
ATIONAL RESERVE LIFE 
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S. H. WITMER A 


Chairman of the Board 
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